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Made in 3}, 4, 5 and’ 6 inch sizes 
only. Other sizes in common 
style. 
Once Used, Always Wanted. ° 
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“ QUALITY PRODUCTS 





Insist on getting ‘“‘Crimp Edge’’. It’s superior 


and costs no more than the ordinary. 


Quality construction makes “2VA7L20R” 


products superior. 




















Have You Used 


“CRIMP EDGE" 
EAVES TROUGH? 


Then you know it’s GOOD. 


If you haven’t used it—START 
NOW. 


Millions of feet sold yearly and 
the DEMAND INCREASING. 


MILWAUKEE 
CORRUGATING CO. 


BRANCH AT ‘MILWAUKEE, 
KANSAS CITY, MO. wis. 

























Slip Joint 


"MILcoR™ 
END PIECES 


BOTH ENDS AND OUTLETS ARE 
DOUBLE SEAMED—NOT SOLDERED 
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Cannot Leak or 
Come Apart 





































ALPHABETICAL INDEX AND 


CLASSIFIED LIST OF ADVERTISERS, 48 and 49 
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We handle the largest variety of strictly high-grade warm- 
air heaters offered by any manufacturing or jobbing concern 
in the United States. 


Here are four of the different styles—there are seven 
others, in all the different sizes. 


We are manufacturers of the Nesbit All-Cast Heaters— 
Western Distributors for the Weir All-Steel Heaters. Larg- 
est distributors west of the Mississippi River of everything 
in furnace supplies. 


We furnish advertising for our dealers—Make estimates 
and quotations on request. 








Nesbit All -Cast Heater, 
1000 Series. Triangular 


Serie. Cone grate contre “HANDY” Pipe and Fittings srtingestt ot 
“ROCK ISLAND” and 
weir anster ““WALWORT H” eeeteucrar- 








Gas and Soot . ity, Single ‘ys 
Consuming W A Register ee. 
Warm Acr arm- Ir Warm Air @% 

Heater. at tip 


a REGISTERS 


Write tor catalogue and information blank. 


® STANDARD FURNACE & SUPPLY CO. 


411-413 So. 10th St., Omaha, Nebraska 


Back of the Front Rank— 


Back of the Front Rank Warm Air 
Furnace is 28 years of integrity, fair 
dealing, and thorough, conscientious 
attention to the warm air furnace 
business. 


The back of the Front Rank Furnace 
tells the story—no other furnace has a 
larger fire travel—the radiators are of 
heavy steel, securely riveted and abso- 
lutely gas tight. There are other im- 
portant features that make it advisable 
for you to 


Be the “Front Rank” 
Representative 


Our latest catalog tells all 
about the Front Rank Warm Air 
Furnaces—ask us to send you a 
copy and our dealers’ proposition. 


HAYNES- LANGENBERG MFG. CO. 


4045 Forest Park Boulevard Saint Louis, Missouri 


















































ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 


PusBLisHED Every SATURDAY 





Address all communications and 
remittances to 


DANIEL STERN 


Publisher’and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND ITs Possessions (Invariably in Advance) ONE YEAR PostaGE Pain $2.00 
FOREIGN COUNTRIES ONE YEAR POSTAGE Paip $4.00 CANADA ONE YEAR PostTAGE Pap $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 
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IN THESE DAYS of high retail prices, there is much 
vewspaper talk and many statements by self-appointed 
“authorities on economics” to the effect 


Service and b : 
that these high prices are due to extor- 


Fair 
Compen- tions by the “middlemen” who, accord- 
sation ing to these omniscient would-be guar- 


dians of the interests of the consumers, are adding 
unduly to the cost of living. 

Much of their advice is on the order of that fur- 
nished by the former Mayor of Indianapolis, Lew 
Shanks, who bought several carloads of potatoes a 
few years ago and sold them by the basket at prac- 
tically wholesale cost, “to reduce the cost of living.” 
He simply demonstrated the obvious fact that when 
some people are willing to work without pay for their 
time and labor and without a fair compensation for 
their investment of capital and the risk taken they can 
sell at lower prices than those who feel justified—and 
rightly so—in asking a profit. And furthermore, that 
if the customer is willing to pay cash and to carry 
home his own purchase, he can thereby earn the 
money which the merchant would have to pay out for 
bookkeeping and delivery service. 

In other words, the so-called “remedy” which these 
“exponents of economics” Offer is that if the consumer 
will do without the service which he has been exacting 
he can buy at lower cost. They might as well say that 
if a man will stop washing his face and hands and 
not take a bath he won’t have to pay out money for 
soap! 

One of the reasons for the high cost of living— 
and a very important one—is the fact that consumers 
demand quick and frequent delivery service, that they 
buy only in small quantities and shop by phone; when 
the retailer so conducts his business as to cater only 
to trade that will do without these conveniences he 
can and does sell at lower prices than those who render 
the services indicated, and the latter are entitled to the 
higher prices because of the extra services rendered. 

The only question for any retailer to decide on at 
this time is whether he will continue to cater princi- 
pally to those who demand high grade service and re- 
liable merchandise, or whether he will seek the trade 
of those who prefer to do without such service. 

But after he has made his decision it is very im- 
portant that he place the matter before his customers, 
so that they will know just what they can expect, and, 
indeed, it would seem to us good policy to discuss 
this problem freely with customers, always taking the 
stand that he is desirous of rendering such reasonable 
service as they are willing to pay for. 


Ir WILL BE remembered that during the recent long 
session of Congress, the Smith-Hughes Bill, providing 
Federal Aid for Federal aid to Industrial and Voca- 
Needed for tional Education, was passed by the 
Industrial United States Senate, and all friends of 
Education this very worthy and important measure 
will rejoice that President Wilson in his message read 
to Congress at the opening of its closing session, 
which met December fourth, strongly urged that this 
bill be passed by the House and thus after receiving 
his signature be enacted into law. 

The following paragraph of the President’s message 
shows that he appreciates the importance of this mat- 
ter in very high degree, and it is to be hoped that every 
one who believes in the development along proper lines 
of our young men and women who are to engage in 
vocational or industrial pursuits will regard it in the 
same manner as is expressed in President Wilson’s 
words, as follows: 

At the last session of the Congress a bill was passed 
by the Senate which provides for the promotion of voca- 
tional and industrial education, which is of vital importance 
to the whole country, because it concerns a matter too long 
neglected, upon which the thorough industrial preparation of 
the country for the critical years of economic development 
immediately ahead of us in very large measure depends. 
May I not urge its early and favorable consideration by 
the House of Representatives and its early enactment into 
law 

It contains plans which affect all interests and all parts 
of the country, and I am sure that there is no legislation 
now pending before the Congress whose passage the country 
awaits with more thoughtful approval or greater impatience 
lo see a great and admirable thing set in the way of being 
done. 

If you agree with President Wilson on this point, 


‘write a letter to your Congressman and urge him to 
cast his vote for the Smith-Hughes Bill. 








IN THE ARTICLE by William T. Gormley which is 
published on page 23 of this issue of AMERICAN 
ARTISAN AND HARDWARE RECORD, a very 

Changing important matter is brought up—that of 
Unprofitable making the retail hardware stock pay a 
Line to Profit fair profit to the owner, over and above 

Makers. the salary which he receives for manag- 

ing his business. 

Mr. Gormley very aptly compares a retail hardware 
stock with three salesmen employed in such a store 
and emphasizes the fact that it is just as necessary to 
keep stock records as to keep sales records by which 
the efficiency of each salesman can be gauged. 

Allowing for the smaller profits which probably 
cannot be avoided on some lines, there appears to be 
no reason why every department of a well-organized 
retail hardware store should not be made to pay its 
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own way and, as Mr. Gormley points out, this cannot 
be accomplished unless proper stock and sales records 
are kept—in other words, without a perpetual inven- 
tory. 

Quoting from a statement prepared by the Retail 
Service and Business Statements Department of the 
Associated Advertising Clubs of the World, Mr. 
Gormley related the incident of a jeweler who until 
two years ago had not kept such a record and who 
when he was induced to install a perpetual inventory 
found that seven out of the fifteen departments in his 
store produced sales in each case less than the amount 
invested, and that the total sales were only about one 
and a half times his total investment. 

During the second year this jeweler profited by the 
figures obtained in the previous twelve months and 
was able to reduce his investment materially and at the 
same time increased his sales a considerable amount. 

It was definitely demonstrated to this merchant that 
it was not necessary for him to carry as large a stock 
in order to hold and increase his business as he 
thought, and his experience is no different from that 
of thousands of others: He knew from his figures 
and records what was selling in his store, ana he 
gauged his purchases, not by what he thought but by 
what he knew. 

While formerly he was just about breaking even he 
is now making a good net profit over and above the 
salary which he earns as manager of the business, and 
this net profit he has earned by managing the business 
along proper lines. 








It IS INTERESTING to note that in connection with 
the building of the four battleships and twenty tor- 
pedo boats which were authorized to be 
built by Congress during 1917, bids of 
an unusual character were submitted. 

The Federal Trade Commission was 
recognized as an important factor, inasmuch as in one 
of the proposals two sets of “prices” were quoted— 
one at $10,060,000 if two battleships are awarded to 
the company, with the proviso that if the cost of labor 
and material are changed the Federal Trade Commis- 
sion is to be empowered to increase or lower the price 
according to figures submitted to it. 

The Federal Trade Commission is explicitly rec- 
ognized as the department of the Government organ- 
ized to deal with all questions pertaining to commer- 
cial operations and costs and it is proposed that the 
Commission shall adjudicate the increases or de- 
creases and determine the increased or decreased cost 
of material and labor annually. If the Government 
should so desire, it will be informed in advance, be- 
fore signing the contract, precisely how the company 
arrives at its estimated costs and as to the amount of 
profit which it expects to earn. 

The second proposition by the same company is 
that, if the Government does not care to assume this 
risk, then a price of $10,875,000 shall be paid for each 
battleship. 

It would seem that no one can have any reasonable 
objection to such an arrangement, provided, of course, 
that the figures quoted are correct and fair—which 
they must be assumed to be. 


New, Fair 
Proposition 
on Contracts. 


December 9, 1916. 


It is barely possible that the law under which the 
Federal Trade Commission was created might not 
allow the Commission to act as arbiter in such a case, 
but it would appear that this was one of the activities 
in which the Commission might very properly engage. 

Incidentally, is there any good reason why such an 
arrangement would not be a good thing in the sheet 
metal contracting, warm air heater installation, or 
any other business? 

Nobody wants—if he is honest—to have a person 
lose money on a job done for him, and it is a distinct 
disadvantage to every other person engaged in the 
same business to have work done for too small a price. 








THOSE OF US who haven’t forgotten our childhood 
will probably remember the old game of “Button, 

Profits, Button—Who’s got the Button ?” and 

Profits— ™any of us are playing a similar one 
Who’s Got today—only far more serious and of 
the Profits? yijtal importance to our prosperity. 

Like the button of the children’s game, the matter 
of profit is a very elusive proposition. All the year 
along we think that we can put our finger on the 
profit, but when we have finished our business record 
we often find that where we had figured on a sure 
gain our bank account has dwindled instead. 

There is no doubt that one of the principal reasons 
for this elusiveness of the profits is based upon the 
failure of many business men to keep proper accounts 
of their costs. 

They don't know what it costs them to do business. 

That this is being recognized by those who are in- 
terested in bringing about better conditions is a happy 
augury of what all who have the interests of con- 
sumers, distributors and manufacturers at heart hope 
will be brought about, and there is cause for con- 
gratulation in the fact that this matter is being agi- 
tated by officials of retailers’ organizations and trade 
associations, by wholesale distributors, bankers, and 
manufacturers. They feel that many of the evils of 
unfair competition will be done away with when busi- 
ness men come to know more about what it costs them 
to do business. 

One of the latest entrants in the campaign is the 
St. Louis, Missouri, Union Bank, which has organized 
a “Business Building Bureau,” the purpose of which 
is to assist depositors in that bank to improve their 
cost accounting methods and in other ways assist 
them in placing their business on the only true foun- 
dation—efficient, economical service to the customer at 
a price that will yield a fair net profit after paying 
all costs. 

It is, so far as we know, the first instance of a 
bank rendering such a service and the directors of 
the Union Bank of St. Louis are to be congratulated 
upon this fine proof of their progressiveness. It is 
interesting to note in this connection that George W. 
Simmons, Vice-president of Simmons Hardware Com- 
pany, and Robert S. Brookings, of Samuel Cupples 
Woodenware Company, are prominent members of the 
Board of Directors of the Union Bank. 








It is easy to get around anyone you can manage to 
see through. 
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NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 


RANDOM 





Harry B. Macrae, Chairman of the Entertainment 
Committee of the Hardware Club of Chicago, some 
time ago bought an automobile and being a very “in- 
nocent” native occasionally has some one “put it over” 
on him, such as for instance happened the other day 
on Sheridan Road, when he saw a man walking in the 
street followed by a dog. As the machine drew near, 
the dog started suddenly to cross the road; he was hit 
by the car and killed immediately. Harry stopped his 
machine and approached the man. 

“I’m very sorry that this has happened,” he said. 
“Will five dollars fix it?” 

“Oh, yes,” said the man, “five dollars will fix it, I 
guess.” 

Pocketing the money as the car disappeared in the 
distance, he looked down at the dead animal. 

“T wonder whose dog it was?” he said. 

“Small pitchers also have ears, and we should re- 
member that when gossipping in the presence of chil- 
dren,” said that well known moralizer, Joseph A. 
Rees, Vice-president of the Brier Hill Steel Company, 
Chicago, and to clinch his statement he told this story: 

Auntie was coming to tea! You know what that 
means. The best tea service brought out, the best 
spoons, the daintiest tablecloth and a hurried rush to 
the confectioner’s for the daintiest cakes. Also, the 
children carefully washed, arrayed in best frocks, with 
strict instructions as to behavior and deportment, on 
which subjects aunties are always very strong. 

All went well until the end of the meal, when auntie 
became aware that little Maisie had been staring very 
hard at her for some time. 

“Why are you looking so closely at me, darling?” 
she simpered. 

“Looking for dust,” was the reply. 

“Dust, darling?” ‘ 

“Yes; and I can’t see any. Daddy said you’d been 
on the shelf for years, but you don’t seem at all dusty 
anywhere.” 

iAnd there was silence until auntie had gone, when 
a small voice was uplifted in pain. 

: e+ 

“Too many cooks will spoil the broth’ is an old 
proverb that has more than a grain of truth in it, and 
an example of this fact may be found in the circum- 
stance that accor@ing to a list of the members of the 
United States Congress for 1915-16 there are 70 Sena- 
tors and 253 Congressmen who are classed as lawyers, 
while only g Senators and 77 Congressmen are found 
in the class of “merchants and businessmen.” 

Possibly that may be the reason why we have so 
many laws on our statute books the meaning of which 
is so difficult to understand, and the purpose of which 
it is still more difficult to find. 

“Too many lawyers will spoil our laws” is just as 
true a saying as the proverb quoted in the foregoing. 
We would be far better off if the proportion was 
turned around and there were 86 iawyers and 323 


“businessmen and merchants,’ but I fear that it 


would be difficult to persuade enough real business 
men to become candidates for Congress to take the 
place of the superfluous lawyers. 

* Ok Ok 

General Irby Bennett, of the Winchester Refpeat- 
ing Arms Company, New Haven, Connecticut, who is 
one of the “Old Guard” Southern Hardware Travel- 
ing Salesmen, was discussing the manner in which 
different people looked at the same proposition and to 
illustrate his point told the following story: 

“Some un sick at yo’ house, Mis’ Carter?” in- 
quired Lila. “Ah seed de doctah’s kyar eroun’ dar 
yestiddy.” 

“It was for my brother, Lila.” 

“Shoo! What’s he done got de matter of’m?” 

“Nobody seems to know what the disease is. He 
can eat and sleep as well as ever, he stays out all day 
on the veranda in the sun, and seems as well as any- 
one, but he can’t do any work at all.” 

“Law, Mis’ Carter, dat ain’t no disese what you 
brother got! Dat’s a gif’!” 

* Ok Ox 

Frank Harrison, who is one of the Old Guard and 
also a prominent member of the American Hardware 
Manufacturers’ Association, was entertaining a friend 
from New York one day and walking down Peach- 
tree Street, Atlanta, Georgia, where Frank lives they 
noticed that a crowd of darkies was gathering, who 
were forming in line for a parade. The Northerner 
was curious to know what it was about, and ques- 
tioned the darky nearest him. 

“What’s the occasion for the parade?’ he asked 

The darky grinned at Frank and replied. “It’s easy 
to see dat dis genulman is from de Norf. He don’t 
know colored folks well ’nough to realize dat dey 
don’t need no occasion fo’ a parade.” 

k * 

Many of us are inclined to consider the “Little 
Things” of small importance. We seem to act as if 
in the “Little Things” no great care or attention is 
necessary, and yet, as the author of the following 
beautiful poem very aptly expresses it, “though they 
be neither here nor there,” they go to make life easier 
to live for ourselves and others, if we just do these 
“Little Things” right: 


It’s the little things that brighten 
All the dullness of the way, 
It’s the little things that lighten 
"Burdens carried through the day. 
It’s the little things that ease us 
When our lot is hard to bear, 
And the little things that please us— 
Though they're neither here nor there! 


It’s the little things that trouble, 
It’s the little things that pain, 
And a little thing will double 
Every care of heart or brain. 
It’s the little things that sadden 
And the hopes of life impair, 
It’s the little things that madden— 
Though they're neither here nor there! 


It’s the little things we’re living 

In the warp and woof we make, 
Just the loving and the giving, 

And the smile when hearts would break. 
Qh, the bigger things that tower! 

Like the sunflow’rs blinding glare, 
Even hide the sweeter flower— 

Though they’re neither here nor there! 
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UP TO THE MINUTE 
NEWS SIFTINGS 








The Magoffin Stove Company, Salyersville, Ken- 
tucky, has increased its capital from $15,000 to 
$16,500. 

The Wilson Stove and Manufacturing Company, 
Metropolis, Illinois, is building a three story factory, 
90x275 feet, to cost about $100,000. 

The Stoneware Electric Stove Company, Morris- 
town, New Jersey, recently incorporated, is planning 
to erect a plant for manufacturing electric stoves and 
heating devices. Arthur O. Christensen, 45 Prospect 
Street, Dover, New Jersey, is the largest stockholder. 





~~ 
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BURNER SUPPORT FOR GAS RANGES 
PATENTED. 





Alfred B. Bell, Philadelphia, Pennsylvania, as- 
signor to Hale and Kilburn Company, Philadelphia, 
has obtained United States patent rights, under num- 
ber 1,205,697, for a burner support for gas ranges de- 


scribed in the following: 

In a gas range, the com- 
bination of a burner sup- 
port comprising a horizon- 
tal transverse supporting 
bar having a slot in one 
edge portion thereof, a 
manifold, a mixing pipe 
movably connected to the 
manifold, and a burner car- 
ried by ‘said mixing pipe, 
said burner having a down- 
wardly extending lug loose- 
ly engaging in said slot and 

gear > a second downwardly ex- 

" 1,205,697 tending lug adapted to 
loosely engage the opposite edge of said supporting bar when 
the first lug is in the slot, both the top surface of said bar 
and bottom surface of said burner in engagement therewith 
being flat and horizontal, said lugs being separated by a dis- 
tance from front to rear slightly greater than the bearing 
width of a bar between a slot and the opposite edge of the 
bar, and said slot being of a slightly greater dimension length- 
wise of the bar than the width of the lug seated therein, sub- 
stantially as set forth. 
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WRITE FOR THIS INTERESTING CATALOG 
OF DETROIT VAPOR STOVES. 








One of the prominent features of the 1917 Catalog 
of the Detroit Vapor Stove Company, which has just 
been issued, is a four-page “spread” on which there 
appears an excellent illustration of one of the latest 
models of their Detroit Vapor Stoves together with 
eight of the most important features, strongly brought 
out by framing the statement about each one and con- 
necting it by means of an arrow with the particular 
place in the stove referred to in the statement. The 
new plant of the Company, which is also shown in 
the catalog, is 700 feet long long, and is equipped with 
mechanical conveyors the entire length of the building. 
On these conveyors the stoves are mounted, set up 
and jappanned, so that they go in as raw material at 
one end and come out at the other end as finished 
stoves. The japanning oven is 60 feet long with doors 


at each end, and the stoves are japanned while in 
transit on the conveyor. |All their tools and machines 
are constructed in the Company’s own machine shop. 
Stove dealers will receive full information as to the 
many interesting and sales inducing features of De- 
troit Vapor Stoves by writing for this catalog to the 
Detroit Vapor Stove Company, Department 48, 
Detroit, Michigan. 





PATENTS COMBINED RANGE AND BROILER. 





George Giovanna, New York City, has procured 
United States patent rights, under number 1,206,527, 
for a combined range and broiler described herewith. 


A stove embodying a grate chamber having an open 
front side, an upwardly extending grate positioned within said 
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chamber for directing the heat toward said open side, a hori- 
zontal flue positioned intermediate the grate chamber and the 
stove top, said horizontal flue extending at the forward end 
portion thereof beyond the plane of the open front side of 
said chamber and said forwardly extended part of said flue 
having downwardly opening inlets positioned beyond said open 
front side of the chamber, a spit positioned exteriorly to the 
grate chamber, said spit being directly below the inlets to the 
forwardly extended part of the top flue whereby the smoke 
arising from the material on the spit is free to flow upwardly 
through the inlets and into the flue, and a damper positioned 
to open and close the inlets to said top flue. 


~-@-- 


KEEPING UP WITH THE RISING COST OF 
RETAIL MERCHANDISING. 


Cost figures show that, during the last twenty-five 
years, the expense of running a retail store has about 
doubled. 

Manufacturing costs have climbed steadily. 

Costs of producing farm crops have risen and are 
rising. 

Prices of labor and material have gone up. 

Cost standards of even a few years ago no longer 
apply to any business. 

This is true of the small business as well as the 
large one. 

Merchants offset rising costs by increasing~ stock 
turn-overs, by employing more aggressive selling 
methods, better organization, judicious advertising 
and more economical arrangement of stocks. Some 
discontinue unprofitable departments, others add lines 
that promise a good profit to help bear the burden of 
extra expense. 
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OVEN THERMOMETER PERMITS BAKING 
WITH CERTAINTY AND EXACTNESS. | 





The function of an oven thermometer is essentially 
to lighten the cares of the cook and to help her to 
do better work. A re- 
liable device of this 
class which has a rec- 
ord of over twenty 
years’ _ satisfactory 
service is the Cooper 
Oven Thermometer, il- 
lustrated herewith, 
which is said to per- 
mit baking with cer- 

Cocper Oven Thermometer. tainty and exactness 
because it measures heat just as a clock measures 
time. This, it is claimed, saves from 10 to 15 percent 
of the fuel with coal or wood, and from 20 to 25 per- 
cent with’ gas or electricity. The thermometers are 
sold with time tables showing the length of time re- 
quired for baking different foods when the dial is at 
certain positions, and room is allowed on these tables 
for the slight correction which must be made to con- 
form with the varied conditions. Stove manufactur- 
ers and other interested parties can obtain full infor- 
mation by addressing the Cooper Oven Thermometer 
Company, Pequabuck, Connecticut. 








SECURES PATENT FOR STOVE. 





Ivo Marchetti, Boston, Massachusetts, has obtained 
United States patent rights, under number 1,206,455, 


for a stove described in the 
ba following: 

T 1,206.455 having the usual 
ae . grate, the combination with an in- 


In a_ stove 

5 clined vibratory chute situated be- 
Ae neath the grate to receive material 
dumped therefrom, of a rotatable 
; a cylindrical ash sifter situated be- 
= E neath the chute, means to direct the 
a -< a: material from the chute to the ash 
‘ 4% sifter, means to vibrate the chute 
by rotation of the ash sifter, a re- 
ceptacle situated beneath the lower 
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end of the ash sifter to receive the 
material delivered there- 
from, an ash-receiving receptacle, 
and deflecting aprons to deflect into 
said ash-receiving receptacle the 
ashes that are sifted through the 
sifter. 
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CATALOG OF STOVE SUPPLIES GIVES 
VALUABLE INFORMATION ON 
ORDERING REPAIRS. 





Realizing that customers are often at a loss to know 
just how to name stove castings when ordering, the 
A. G. Brauer Supply Company, St. Louis, Missouri, 
have devoted much space in their latest catalog of 
stove dealers’ supplies to illustrations showing sec- 
tional views of many styles of stoves and ranges. 
Twenty-one pages are used for this purpose, and the 
various illustrations are accompanied by a keyed list 
of parts and other helps for ordering repairs. The 
remainder of the 80-page catalog is given over to a 
wide line of stove supplies, stove pipe enamels, fire 
clay, mica, stove bolts, knobs, urns, and turnkeys, the 


leading brands of stove polishes, and a full assortment 
of shakers to fit all stoves and ranges. These sun- 
dries are carried in connection with the original busi- 
ness of the Company, which for the last thirty-three 
years has been to furnish repairs and parts for stoves, 
ranges and warm air heaters. The fact is emphasized 
that the large stock of repairs and sundries on hand, 
coupled with excellent shipping facilities, enables the 
Company to fill all orders promptly. Copies of the 
catalog of Stove Dealers’ Supplies and other informa- 
tion will be sent upon request, by the A. G. Brauer 
Supply Company, 316-318 North Third Street, St. 
Louis, Missouri. 


~~ 


TWO LARGE OVENS IN GAS RANGE GREAT 
CONVENIENCE TO HOUSEWIFE. 








Any feature that means greater convenience for the 
housewife becomes immediately a strong selling point 
for a stove or 
range, and in 
the Champion 
Number 60 Gas 
Range, shown in 
the accompany- 
ing illustration, 
such a feature 
is said to be 
found in the 
two large ovens, 
built practically 
on the cooking 
level. These 
ovens have a 
base of 18 by 18 inches and are 14 inches high, and, 
according to the manufacturers, they permit the 
housewife to bake in the upper oven and roast in the 
lower oven at the same time with but one fire, thus 
saving materially in the gas cost. A further advan- 
tage is noted in the bottom of the upper oven, which 
is of cast iron and contains a cooking lid; here, it is 
stated, boiled foods can be cooked and the unpleasant 
odors passed up the flue. The Number 60 Gas Range 
is made of ebony finish castings that are said to re- 
quire no blacking, and is equipped with one simmer- 
ing, two medium and two giant burners. Further de- 
tails of its construction are contained in the catalog, 
which, together with price list, can be obtained from 
the Champion Stove Company, Cleveland, Ohio. 





Champion Number 60 Gas Range. 


~~ 


WANT AD IN AMERICAN ARTISAN AND 
HARDWARE RECORD BRINGS 
TWO GOOD MEN. 
To AMERICAN ARTISAN AND HARDWARE RecorD: 
Please discontinue our two advertisements, as we 
have found two good men, one for the store and the 
other for the shop. We want to say that, in our opin- 
ion, a hardware man is not awake if he doesn’t make 
profits out of your valuable publication. 
Yours Very Truly, 
WAHLER BROTHERS. 
2549-2553 North Halsted Street, Chicago, Decem- 
ber 5, 1916. 
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THE WEEK'S HARDWARE 
RECORD | 


Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 42 to 47 inclusive. 

The Kelly-How-Thompson Company, Duluth, Min- 
nesota, hardware jobbers, will build an addition cost- 
ing $70,000. 

The New York Wire Cloth Company, York, Penn- 
sylvania, F. T. Alvord, General Manager, has let a 
contract for the erection of an addition to its plant. 

The American Steel. and Wire Company have let a 
contract for the erection of a one-story, 59x191 foot 
shop addition to their Worcester, Massachusetts, plant. 

Max Klass, importer of cutlery, 298 Broadway, 
New York City, has purchased a plant at 26 Kipp 
Street, Newark, New Jersey, and will equip it for the 
manufacture of various kinds of cutlery. 














THE SOUTHERN HARDWARE JOBBERS’ AND 
AMERICAN HARDWARE MANUFACTURERS’ 
ASSOCIATIONS WILL CONVENE 
APRIL 17 TO 20, 1917, AT 
HOUSTON, TEXAS. 





The Annual Convention of the Southern Hardware 
Jobbers’ Association and the Spring Meeting of the 
American Hardware Manufacturers’ Association will 
be held April 17 to 20, 1917, at Houston, Texas, with 
headquarters for both Associations at the Rice Hotel. 

Members are urged to mail reservations for accom- 
modations at once to the Rice Hotel, as there is every 
prospect of a large attendance, says Secretary-Treas- 
urer F. D. Mitchell in his announcement. 


_— 


ILLINOIS RETAIL HARDWARE DEALERS 
WILL HOLD CONVENTION AT SPRING-= 
FIELD IN FEBRUARY. 

At a meeting of the Board of Directors of the IlIli- 
nois Retail Hardware Association which was held 
Wednesday, December sixth, at Elgin, it was decided 
that the 1917 Convention will be held at Springfield, 
either during the first or third week of February, the 
exact dates to be decided on in a few days. 


+> 


S. CHENEY & SON CELEBRATE THEIR GOLDEN 
ANNIVERSARY. 














S. Cheney & Son, Manlius, New York, manufac- 
turers of hardware specialties and stove repairs, will 
celebrate the fiftieth anniversary of their establishment 
by putting into operation a branch factory at Oneida, 
New York, which has recently been built and equipped 
with automatic sprinklers, electric cranes, moulding 
machines, exhaust mills and other modern machinery. 


The business was started by Stephen Cheney in 1866 
and has continued to grow and prosper. His grand- 
children are still connected with its management. 

The many friends of the Company will no doubt 
join AMERICAN ARTISAN AND HARDWARE REcorD in 
felicitating this progressive enterprise on this happy 
occasion. 


GREGG HARDWARE COMPANY LEASES 
BUILDING ADJOINING PRESENT 
STORE. 








Two years ago the Gregg Hardware Company, De- 
troit, Michigan, secured leases on a seven story build- 
ing at 9-11 Cadillac Square, but as the owners were 
desirous of using it for other purposes, they obtained 
a release from the Company which has now taken a 
lease for 20 years on the property at 48-50 Cadillac 


Square, which adjoins its present store. 
a 


MOUNTAIN STATES HARDWARE DEALERS 
WILL CONVENE AT DENVER, 
JANUARY 23 TO 25, 1917. 











The Annual Convention of the Mountain States 
Hardware and Implement Association, which com- 
prises dealers in these lines in Colorado, New Mexico, 
Utah and Wyoming, will be held January 23, 24 and 
25, 1917, at Denver, Colorado, with headquarters at 
the Adams Hotel. J. H. Jenkins, Pueblo, Colorado, is 
Secretary. 


PROMINENT HARDWARE MANUFACTURER 
IS APPOINTED CANADIAN MINISTER 
OF MILITIA. 








The Honorable Albert Edward Kemp, President of 
the Kemp Manufacturing Company and of Sheet 
Metal Products, Limited, Toronto, Canada, has been 
appointed to fill the important office of Minister of 
Militia in the Canadian Government. 

Mr. Kemp has long occupied a prominent position, 
both in the hardware field and in politics, and when 
the Borden Ministry was formed in 1911 he was 
chosen by Sir Robert Borden as a member of the 
Cabinet without portfolio, serving also during the 
past year as Chairman of the War Purchasing Com- 
mission. 


JOHN R. FITZHUGH PAYS $113,000 FOR TWO 
HARDWARE STORES IN EUGENE, 
OREGON 








John R. Fitzhugh, formerly of Coburg, Oregon, has 
purchased the hardware business and buildings of the 
Quale-Johnston Company and of M. Svarverud, both 
in Eugene, Oregon, the total consideration being 
$113,000. 











/\ 
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CHICAGO RETAIL HARDWARE DEALERS AND 
THEIR LADIES HAVE BANQUET. 





Anyone who is looking for somebody to pull off a 
thordughly successful dinner and entertainment is 
hereby referred to Messrs. Fred Ruhling, Simon 
Koehler, Gustav Engelhardt and Edward Meier who 
were in charge of the very enjoyable banquet and 
sociale given by the members of the Chicago Retail 
Hardware (Association to ‘their ladies, Wednesday 
evening, December sixth, at the Hardware Club. 

The arrangements planned for this, the first affair 
of its kind in the history of the Association, were car- 
ried out in every detail and the more than one hun- 
dred members, their wives and other guests had a 
very enjoyable time, “Si” Koehler acting as master 
of ceremonies and general introducer. 

The excellent menu served by the cuisine of the 
Hardware Club was another example of the high ef- 
ficiency of this department; the favors, in form of 
tissue paper millinery creations, were distributed by 
Fred Ruhling and Ed Meier with an eye keen to the 
most striking effects, Alderman Gnadt, for instance, 
wearing a milkman’s. bonnet and Henry Stuckart, our 
efficient County Treasurer, a cute little funnel shaped 
cap, while the officers of the Association were adorned 
with high Mother Goose hats in red. 

Among the guests were C. H. Robinson, Spring- 
field, and H. S. Daniels, Jerseyville, Vice-president 
and Director respectively of the Illinois Retail Hard- 
ware Association, who spoke briefly expressing their 
appreciation of being present and extending a cor- 
dial and urgent invitation to all the members and their 
ladies to attend the 1917 Convention which is to be 
held at Springfield during February, the exact date 
not being definitely decided. 

Henry Stuckart urged the members to become af- 
filiated with the Hardware Club where they would al- 
ways find good company, enjoy fine meals and have 
many opportunities for meeting those from whom 
they bought as well as their fellow business men. 

A. George Pedersen, Editor of AMERICAN ARTISAN 
AND HARDWARE REcorD, called to mind the many 
good times enjoyed with the hardware men at the 
summer picnics and complimented the Committee in 
charge of this affair upon their excellent work. 

Mrs. G. G. Engelhardt, the accomplished helpmate 
of Secretary Engelhardt, spoke on behalf of the ladies 
and expressed their thanks for the honor, stating that 
she knew that if there was anything the ladies could 
do to reciprocate they would be found “on the job.” 

L. S. Soule told some funny stories, and after Pres- 
ident John Schuberth had spoken on the subject of 
loyalty to the Association, the tables were cleared 
away to give the disciples of Terpsichore an oppor- 
tunity to show their skill in the latest dances, and 
some of the “old timers’ proved conclusively that 
weighing out nails and cutting galvanized sheets didn’t 
affect the nimbleness of their feet. 

This very enjoyable party ought to be followed by 
more, for thereby will the hardware men of Chicago 
learn to know one another better which will naturally 
tend to improve their business relations. 


HOW DO HAND SAWS CUT? 





The query as to how a handsaw operates is clearly 
answered in Lesson 2 of the interesting booklet on 
handsaws distributed by the Simonds Manufacturing 
Company. This booklet, “How to File a Handsaw,” 
contains information of deep interest to every hard- 
ware dealer and user of handsaws, as typified in the 








RIP SAW TEETH 





Figure 1.—Note Straight Chisel Like Edge. 


lesson on the subject in question. The cutting edge 
of a handsaw, it begins, is a series of little notches 
all the same size. On a cross-cut saw, each side of 
the tooth is filed to a cutting edge like a little knife, 
while on a rip saw, each tooth is filed straight across 
to a sharp, square edge like a little chisel, as shown 
in Figure 1. When the former type is moved back 
and forth, the points, especially their forward edges, 
sever the fibers of the wood in two places, leaving a 
little triangular elevation that is crumbled off by fric- 
tion as the saw passes through. New fibers are then 
attacked and the saw drops deeper into the cut. The 
teeth of rip saws are set in two parallel rows, just as 











HANO SAW TEETH 





Figure 2,—Knife Like Edge on These Teeth. 


those of cross-cut saws, and form a series of little 
chisels in rows that overlap each other. At each 
stroke, the sharp edges chisel off a little from the end 
of the wood fibers until the desired depth is ripped. 
The “face” of each cross-cut tooth is slightly steeper 
than the back, making an angle with the line of teeth 
of about 66 degrees, as indicated in ‘igure 2. The 
rip saw “face” is at right angles to the line of teeth and 
the cutting edge is at right angles to the side of the 
blade. Both styles of teeth each “cover” 60 degrees. 
Thus runs the general trend of the story and the com- 
plete version, going as it does into considerable de- 
tail, will prove highly informative. Copies of the 
booklet will be sent upon request, by the Simonds 
Manufacturing Company, Fitchburg, Massachucetts. 


” 
7eo 


There is no royal road to fame or fortune except 
by hard, conscientious work and keeping everlastingly 
at it. Wishing won’t get you anywhere—work will. 
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THE GRAND AMERICAN TRAP SHOOTING 
HANDICAP TO BE HELD IN CHICAGO. 





The meeting of the Interstate Association for Pro- 
motion of Trap Shooting, held at New York City, 
December seventh, the Grand American Handicap 
premier shooting classic of the world, was awarded 
to the South Shore County Club of Chicago for 1917, 
This event was held in Grant Park, Chicago, in 1915, 
with 1,000 contestants, and in St. Louis in 1916 with 
700 shooters. 

The Eastern Handicap was awarded to Hartford, 
Connecticut ; the Southern Handicap to Roanoke, Vir- 
ginia; the Western to St. Joseph, Missouri, and the 
Pacific Coast Handicap to San Jose, California. 

Chicago is the recognized trap shooting capital of 
the world at this time. It has thirty-nine gun clubs in 
active competition. 

The South Shore Country Club, with the lake front, 
which insures a sky back ground, is especially favor- 
ably located for an event of this character. The 
grounds and surroundings will be all that could be 
desired and high scores should prevail. 


= 


REPORT OF COOPERATION IN AMERICAN 
EXPORT TRADE. 








Under the title of “Report on Cooperation in Amer- 
ican. Export Trade,” the Federal Trade Commission, 
of which Edward N. Hurley, the well known hard- 
ware specialty manufacturer, is Chairman, has pub- 
lished two large volumes, 387 and 597 pages respec- 
tively, in which are given the results of its extensive 
investigations into trade conditions in and with for- 
eign countries where associations, combinations or 
other conditions affect the export trade of the United 
States. Part one contains the summary and the report 
and Part two the exhibits. 

A large number of charts help to make the report 
very instructive, and an immense fund of information 
is at hand for manufacturers and exporters. 

Copies may be secured at a nominal price by apply- 
ing to the Superintendent of Public Documents, 
Washington, D. C. 


as 





GEAR WHEEL PATENTED. 





Sidney C. Hills, Torrington, Connecticut, assignor 
to The Turner and Seymour Manufacturing Company, 

Torrington, Connecticut, has _ pro- 

cured United States patent rights, 

under number 1,206,327, for a gear 

wheel described herewith: A gear 
, wheel comprising a sheet of mate- 
rial and radial teeth projecting alter- 
nately from opposite surfaces of said 
sheet, said teeth having their oppo- 
site ends integrally connected with 
said sheet. A gear wheel compris- 
ing a main portion, a peripheral rim 
and a series of strips each of which 
is formed integrally with said main 
portion and peripheral rim and 
bulged outwardly intermediate there- 





of to form teeth. 





NUT LOCKS A NECESSITY ON MANY 
MACHINES. 





Wherever parts of machines are fastened together 
by nuts and bolts, a lock that will hold the nut safely, 
securely and 
permanently in 
place on the 
bolt will materi- 
ally increase the 
reliability and 





Spring Nut Lock on Bolt. 
durability of the machine. Such a device is said to be 
found in the Spring Nut Lock, which, it is stated, 


actually locks 
the nut on the 
bolt so that it 
cannot work 
loose, but at 
the same time 
permits the operator to remove the nut when occasion 
arises. The first illustration herewith shows the lock, 
loose, applied on the bolt, and the second shows it 
tightened against the nut. When in this position it is 
claimed to absolutely prevent shaking off and at the 
same time does not cut the thread of the bolt. Its cost 
to the user, the manufacturers state, is a trifle more 
than a washer, so that it has initial as well as endur- 
ing economy. Retail hardware dealers are advised 
to be prepared to supply the early demand of their 
customers for these devices and to write for list and 
prices of the sizes now available to the Spring Nut 
Lock Company, 652 Transportation Building, Chi- 
cago. 





ca 
Spring Nut Lock in Position. 





EXPLOSIVES THAT CAN BE USED FOR ALL 
KINDS OF BLASTING. _ 





According to the manufacturers of the Red Cross 
Extra or Ammonia Dynamite, the steadily increasing 
demand for this popular brand is evidence of its 
adaptability for all kinds of blasting and hence it may 
truly be termed the “Universal Explosive.” In previ- 
ous years a certain prejudice existed in the minds of 
some against ammonia dynamite and it is admitted 
that then there was good reason for this; but great 
improvements, however, have been made in the manu- 
facture of explosives in recent years, especially in the 
ammonia or extra dynamites, so that these objections 
are said not to hold today. The Red Cross Extra 
Dynamites are claimed to be as strong, stable and 
efficient as any other standard explosive and are well 
adapted for use in quarries, metal mines, railroad 
work, etc. While not as water resisting as gelatin or 
straight dynamite, this explosive is said to stand ordi- 
nary wet conditions if properly handled. It is further 
described as a low-freezing dynamite which does not 
freeze at temperatures above 35 degrees Fahrenheit 
and ordinarily withstands temperatures considerably 
below this without freezing. Further information, 
together with price list, can be secured from E. I. du 
Pont de Nemours and Company, Department 12, Wil- 
mington, Delaware. 





Business is common sense. 
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By Wiiuiam T. Gormtey, of the Bullard 





Annual Inventory in Retail Hardware Stores 
Can Be Made Source of Profit 


and Gormley Company, Chicago, I\linois 








In another couple of weeks the Christmas rush will 
be over, but while after that business may be a little 
es dull for a week or two in 
the retail hardware store, 
both the owner and his em- 
ployes will have plenty to 
do in preparing for and 
taking the annual inven- 
tory, and I want to say 
right here that the retail 
hardware dealer who does 
not take an annual inven- 
tory is not entitled to be 

William T. Gormley. classed among progressive 
merchants, for the simple reason that he is unable to 
tell with any degree of accuracy what he is doing; 
what lines are paying him a reasonable profit and 
what lines are not; and without this knowledge it is 
very largely a gamble as to whether at the end of the 
year such a hardware dealer will have anything to 
show in the way of an increase in his bank balance 
for his labor during the past twelve months. 

If I had three clerks in my store and these three 
clerks requested an increase in their salaries it would 
be utterly foolish for me to consider the matter with 
any of them unless I was in position to know definitely 
how the service they had rendered me during the 
past—the amount of their sales, the work they were 
doing outside of selling, the manner in which they 
took care of their stock, etc—corresponded with the 
salary which I was then paying them. 

The first item in this list cannot possibly be arrived 
at with any degree of accuracy without the keeping of 
proper sales records. In other words, looking at the 
matter from the sales exclusively, I would have noth- 
ing to tell me whether at their present salaries they 
could be considered profitable, an even or a losing 
proposition, unless I had such records, so for this 
reason alone every retail hardware dealer ought to 
keep such records. 

But here is a point which is just as important: How 
can I know without proper stock records whether a 
certain line of merchandise is a profitable line for me 
to handle, considering the investment that I have made 
in it? 

The Associated Advertising Clubs of the World 
have recently prepared a statement which is of para- 
mount importance, to every retail hardware dealer, 
although the figures in this statement apply specifically 
to a jewelry store, and I am going to quote briefly 
from this statement. 

Stock and sales records were kept by this jeweler 
during the past two years, thus giving him a perpetual 
inventory, and the first year’s figures showed a total 
investment of $15,667 with total sales of $24,995.03, 
thus showing an average turnover of only one and a 





half times of the invoice cost. The serious condition 
of this man’s business was that seven of his fifteen de- 
partments actually showed total sales in each case less 
than the investment, and some of these were in lines 
which ought to be classed as “staples” in such a store. 

This man had never kept records before. He had 
bought largely by guess as to what he needed, and the 
result is shown in the foregoing figures. 

At the beginning of the second year, he changed his 
policy, with the result that at the close of the second 
year his total investment was decreased - nearly 
$2,000.00 and his sales increased nearly $1,400.00, the 
respective figures being $13,754.92 investment and 
$26,345.99 total sales—thus increasing the turnover 
on the investment from one and a half to nearly two 





times. 

Furthermore, not one of the fifteen departments 
showed sales during the second year that were less 
than the respective investment. 

This jeweler simply followed the rule that each de- 
xartment must not only pay for itself but show a 
profit, and in order to accomplish this result he either 
reduced the investment or pushed the sales, or both. 

What he did can be done by every retail hardware 
dealer, and there appears to be no sufficient reason 
why it should not be done. 

When you take your annual inventory at the close 
of 1916, take it in such a manner that you can depart- 
mentize your stock, and in your bookkeeping during 
1917 keep your accounts so that you will know at all 
times how much you have on hand and what your 
sales are. 

This can very easily be done by insisting on having 
the salesmen in your store make out their sales checks 
in such a manner that in less than one half hour’s 
work every night or the first thing in the morning, the 
sales for each day can be entered up against each de- 
partment. 

If you do this you will find that there will not be so 
much worry about having money enough to pay your 
bills with or about carrying too heavy stocks of slow 


moving merchandise—and this means better sales and 


large profits. 
JPs4 ovmtng 


Chicago, December 4, 1916. 


* 
a 





Merchants are more and more coming to the opinion 
that there must be a definite time limit to their out- 
standing accounts. With the shortening of credit 
terms as allowed by the wholesaler, the retailer must, 
in order to handle his own business profitably, insist 
upon a corresponding shortening of the credits which 


he allows his own customers. 
. 
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EXHIBITS INAMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








NEATLY ARRANGED WINDOW DISPLAY 
FEATURING TOOLS FOR 
CHRISTMAS. 


The various kinds of tools always make acceptable 
Christmas gifts for the boy or man, and the illustra- 
tion herewith shows a neatly-arranged window dis- 
play which featured several such items during the 
Christmas season. It was prepared by Rudolph 
Heyse, 28 North Tejon Street, Colorado Springs, 








braces, screw drivers, chisels, etc., while the floor 
holds a neat, semi-circular arrangement of bits, files, 
screw drivers, chisels, pliers and pincers. Advertising 
cards supplied by the manufacturers are arranged to 
balance the window display and add quite a bit to 
its attractiveness. In the center of the top step rests 
the retailer’s sign and to either side of this is placed 
cards written to suggest tools as Christmas gifts. 
They read respectively, “Start in this Christmas to 
make up a set of tools for ‘Him’” and “The Boy or 


H HEYSE 


DWARE 


Window Display of Tools for Christmas Awarded Honorable Meition in AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition. Arranged by Rudolph Heyse, Colorado Springs, Colorado. 


Colorado, and _ received Honorable Mention in 
AMERICAN ARTISAN AND HARDWARE Record Window 
Display Competition. 

This window display does not need much descrip- 
tion, as the illustration practically speaks for itself. 
The background is of dark blue calico and the fixtures 
on which the display is arranged are made of 10-inch 
boards put together with screws in the form of steps, 
the first one being. 20 inches wide. The broad 
hatchets and axes are driven into blocks of wood and 
the axes also have a little wire fastened into the 
block with a nail so as to brace them. The saws are 
fastened to a large display board and braced from 
behind. 

On the first step are arranged other tools, such as 


the Father will be pleased with Tools for his Christ- 
mas Present.” 

Such a window display should bring to the mind of 
every progressive retailer the fact that these and 
many other tools can be featured to advantage as 
Christmas gifts for the “male of the species,” thus 
giving a good stimulus to the sales of the tool depart- 
ment. 





It is a mighty easy thing to find fault—with some- 
oneelse. The perfect man or woman has not yet been 
born. Do not wait for them. Just keep right on 
doing the best you know how, and credit the other 
fellow with the same honest effort. If he betrays your 
confidence, forget him. But find no fault. 
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WINDOW DISPLAY THAT SOLD MORE 
CHRISTMAS ARTICLES THAN ANY 
,OTHER FORM OF ADVER- 

TISING USED. 





When the owners of a retail hardware store state 
that their Christmas and New Year window display 
helped to sell more articles than any other method of 
advertising, it may readily be inferred that the win- 
dow trimmer capably solved the problem of prepar- 
ing an unusually attractive and effective arrangement. 
Such a window display is pictured herewith. It was 
arranged by Victor J. Kraus for the Kraus Hard- 
ware Company, Port Washington, Wisconsin, and re- 
ceived Honorable Mention in AMERICAN ARTISAN AND 
HARDWARE Recorp Window Display Competition. 

The window, measuring fourteen feet in length, ten 
feet in height, and six feet in width, featured various 


5 
KEEN KUTTER : 


& 


i , 


Christmas Window Display of Tools and Cutlery Awarded Honorable Mention 
Arranged by Victor J. Kraus for the Kraus Hardware Company, Port 


RECORD Window Display Competition. 





holly were placed among the goods displayed and 
helped to give it a Christmas effect. The goods were 
priced to as great an extent as possible, and large cards 
bearing suggestions were placed about the window. 

A large card with the inscription “Merry Christ- 
mas” was placed in the rear of window and was 
changed to a “Happy New Year” after Christmas. 
In the entrance in rear of window, a life-size figure 
of Santa Claus was placed and by means of a clock- 
like contrivance the head was made to move from 
one side to the other. 

The ceiling was draped with Christmas festooning 
and it had a large bell suspended from the center. 
The entire window display had a business-like air that 
simply seemed to form an atmosphere for sales of the 
various tool and cutlery items. The liberal use of 
advertising matter, decorations and price tags all 
tended to attract and impress the passers-by so as 





in AMERICAN ARTISAN AND HARDWARE 


Washington, Wisconsin. 


Keen Kutter tools and cutlery in a very effective 
manner. 

The background was made of lattice work, stained 
green, and saws, hammers, hatchets and other car- 
‘penters’ tools were displayed on this to good advan- 
In the center arch two curtains were hung 
An electrical 


tage. 
which gave it the effect of an entrance. 
sign which flashed at intervals and illuminated the 
words “Keen Kutter” was hung on the background. 
The floor was arranged in a step-like formation and 
was covered with black broadcloth. The left half of 
window was devoted to razors, shaving supplies, 
pocket knives, shears and manicure sets of the “Keen 
Kutter” brand. The right hand side was devoted to 
Keen Kutter cutlery and carving sets. Sprays of 


to literally draw them into the store, and thus was 
the window display enabled to so greatly increase the 
sales during the holiday season. 

-~oo 


AMERICAN ARTISAN AND HARDWARE 
RECORD WINDOW DISPLAY COMPETITION 
POSTPONED TO FEBRUARY 1, 1917. 


In compliance with the many requests which have 
come to us asking that the final date for entering win- 
dow displays in AMERICAN ARTISAN AND HARDWARE 
Record Window Display Competition might be put 
ahead in order that hardware dealers and their em 
ployes might submit their Christmas and late winter 
window displays, we have postponed this final date 


until February 1, 1917. 
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This will give those who have already sent in photo- 
graphs and descriptions another opportunity to in- 
crease their chances for winning one of the four cash 
prizes, amounting to $100.00, by adding to their en- 
tries still more window displays, such as for instance 
those which they will arrange between now and Christ- 
mas and for their Clearance Sales after the Holidays. 

It is well to bear in mind, in this connection that 
there is no limit placed on the number of photographs 
submitted, nor on the entrants. Any one employed in 
a retail hardware store or a hardware department of 
a general store is entitled to enter this Competition, 
and any window display of any line of merchandise 
that comes under the head of “Hardware” in its broad- 
est possible sense is admissible, such as general hard- 
ware, builders’ hardware, tools of all sorts, cutlery, 
sporting goods, hunting equipment, automobile acces- 
sories, electrical supplies, house furnishings, toys, 
plated ware, enameled ware, glass ware, stoves, ranges, 
warm air heaters, sheet metal, etc. 

Details of the award of prizes and conditions of the 
Competition are given herewith: 

Award of Prizes. 

The prizes will be awarded as follows: 

First prize, $50.00 in cash, for the best photograph 
and description received of window display of hard- 
ware and kindred lines. 

Second prize, $25.00 in cash, for the photograph and 
description second in excellence. 

Third prize, $15.00 in cash, for the photograph and 
description third in excellence. 

Fourth prize, $10.00 in cash, for the photograph and 
description fourth in excellence. 

Conditions of Competition. 

The conditions of the competition are as follows: 

The photographs must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used. These photographs and descrip- 
tions may be sent by mail or express, charges prepaid, 
and must reach this office not later than February 1, 
1917. Address all photographs and descriptions to 
AMERICAN ARTISAN AND HARDWARE Recorp Window 
Display Competition, 910 South Michigan Avenue, 
Chicago, Illinois. : , 

Each photograph. and description must be signed by 
a fictitious name or device and, the same name or 
device. must be put upon a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed ; one of them will be an expert window dresser 
and one an experienced hardware man. This Com- 
mittee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders, and will decide the win- 
ners of the Competition. 


> 





In general things we do not trust the person who 
has deceived us, but there are many merchants who 
do not follow the same rule in their business. They 
go on trusting the deadbeat hoping that some time his 
nature may change. 
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WALNUT GRIP GIVES HANDSOME 
APPEARANCE TO SAFETY AUTOMATIC 
REVOLVER. 


® 


Any of the Iver Johnson Safety Automatic Revolv- 
ers can be fitted with a “Western” Walnut Grip that 





Iver Johnson Safety Automatic Revolver With ‘‘Western”’ 
Walnut Grip. 


is said to add greatly to the appearance of the firearm. 
This grip, which can be noted in the accompanying 
illustration, is described as being carved from one 
piece of rare Circassian Walnut, knarled and grained 
like a fine briar pipe. It has an oil, hand-rubbed 
finish that brings out all the beauty of the wood, giving 
the revolver a splendid appearance. Aside from its 
beauty, the walnut grip is said to be stronger than the 
common two-piece wood grip and is, of course, hand- 
somer as there is no break in the grain, and side 
screws are omitted, the grip being held by one screw 
at the bottom which forces it up against the frame. 
Another advantage is the shape, which, according to 
the manufacturers, is perfect. The hand is filled as 
though the grip had been molded in it, but not a 
muscle is cramped, and an easy, steady aim results, as 
the shoulder and heel of the grip brace against the 
thumb and palm muscles and prevent throwing up. 
Further details of this and of the safety automatic 
revolvers can be obtained from Iver Johnson’s Arms 
and Cycle Works, 402 River Street, Fitchburg, Massa- 
, chusetts. 
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LAWN MOWER PATENTED. 


Under number 1,206,508, William P. M. Braun, 
Philadelphia, assignor by mesne assignments to the 
Pennsylvania Lawn Mower Works, Philadelphia, has 
been granted United States patent rights for a lawn 
mower described in the following: 


In a lawn mower, the combination of the 
general framing of the machine compris- 
ing two side frames each having two later- 
ally projecting lugs, a normally fixed cut- 
ter bar extending transversely between the 
side frames, a rotatable cutter arranged 
above the stationary cutter bar and coop- 
erating therewith and having at each end 
journals by which it is. supported and may 
be driven, bearings through which the 
journals extend, a spring below each of 
the bearings and supported by one of the 
lugs on the side frames for forcing said 
bearings upwardly to move the rotatable 
cutter away from the stationary cutter bar, 
and adjusting screw studs extending down- 
wardly through the remaining lugs of the. side frames for 
forcing the bearings downwardly against the action of the 
springs for accurately adjusting the rotatable cutter and pro- 
viding an adjustable abutment to prevent movement of the 
axis of the rotatable cutter from the cutter bar. 
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DEMONSTRATION OF FOOD CHOPPERS 
HELPS TO CLOSE SALES. 


Many articles sell easily by demonstration and 
say these may be classed the modern food chopper 
— which is so easily operated and 
cleaned and whose points can quickly 
be shown in a demonstration to the 
prospective customer. With the En- 
terprise Food Chopper, shown in the 
accompanying illustration, the dealer 
is said to have as one of his strongest 
selling points the fact that four 
knives are furnished with each 
chopper. These consist of a fine knife for chopping 
sausage and mince meat, horse radish, hamburg steak, 
croquettes, cocoanut, stale bread and crackers for 
crumbs, etc.; a medium knife for chopping scrap meat 
for poultry, scrapple, codfish, corn for fritters, etc. ; 
a coarse knife for chopping hash, hog’s head cheese, 
chicken and lobster for salads, tripe, vegetables for 
all kinds of soups, etc.; and a cutter for making butter 
from nuts of an oily nature. According to the manu- 
facturers, these knives and the cylinder end are faced 
to make accurate contact and give a perfect shear or 
draw cut. The cylinder is bored and reamed, with the 
feed screw turned to make an exact fit, and all the 
parts are double coated with block tin.so that the 
chopper can easily be kept clean and sanitary at all 
times. Further particulars can be obtained from the 
Enterprise Manufacturing Company of Pennsylvania, 
Philadelphia. 








Enterprise Food 
Chopper 501. 





GAME FARMING ELECTROTYPES PREPARED 
FOR RETAIL HARDWARE DEALERS. 


In these days of strenuous advertising, even the 
ablest advertisers are forced to exert themselves to 
the utmost in preparing advertisements that will stand 
out from those of their competitors. Hence retail 
hardware dealers who are farsighted enough to ap- 
preciate an opportunity for really constructive adver- 
tising will, it is said, take advantage of the game 
farming Advertisements that are furnished in elec- 
trotype form, free of charge, by the Hercules Powder 
Company, who are conducting a nation-wide game 
farming campaign, declared to be meeting with un- 
paralleled results and, they state, the same reasons 
which have made it a success nationally for them 
will make it a success locally for the retail hardware 
dealer. Some of these reasons are, the originality of 
the advertisements, the good will they produce, the 
pulling power they exert because of the free booklet 
offer to prospective game farmers, and the sales they 
bring of powder and various other hardware items. 
It is pointed out by the Company that those who are 
first to come out with advertising devoted largely to 
game farming will establish themselves in the good 
will of local sportsmen so firmly that their prestige in 
their communities will be hard to overcome. Full 
details of the subject, together with details of other 
newspaper advertisements furnished free to retail 
hardware dealers, can be obtained from the Hercules 
Powder Company, 7 West 11th Street, Wilmington, 
Delaware. 





- ADOPTION 
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PATENTS FOR HAND TOOLS. 


William A. Bernard, New Haven, Connecticut, and 
Charles’ W. Blodgie, Chicago, Illinois, assignors to the 
William Schollhorn Company, New Haven, Connecti- 
cut, have obtained United States patent rights, under 
numbers 1,206,198 and 1,206,199 for two styles of 


hand tools described herewith: 


Number 1,206,198: In a hana 
tool, a pair of parallel jaws, a 
pair of lever handles, a device 
for pivoting said lever handles to- 
gether, devices for pivoting the 
respective jaws to the respective 
extremities of said lever handles, 
a subsidiary jaw pivoted coinci- 
dently with the pivot of one of said parallel jaws, and also 
pivoted on said first named pivoting device, and screw oper- 
ated adjusting means for positively moving said subsidiary 


ile? 206, 198 









70 


jaw relatively to said first-named pivoting device; substan- 
tially as described. 

Number 1,206,199: 

In a hand tool, a 


pair of parallel jaws, 





operating with one 
of said parallel jaws, 
means for operating 


22 21 . 
fo NV A a pair of lever han- 
ee 6 dles for operating 
“a- (On: > said jaws, a pivoted 
1” ,a\ (Kay f— 4 1.206.199 subsidiary jaw co- 
ROK 19 
“ et 


4 said subsidiary jaw 
es -” from said lever han- 
dles concurrently 


with the parallel 
jaws, and means for adjusting said subsidiary jaw relatively 
to said parallel jaws; substantially as described. 


OF CASH REGISTER BUSINESS 
SYSTEM IS BENEFICIAL MOVE FOR 
RETAILER. 


—- 





When the banker asks a lot of searching questions 
about a retailer and his business, he is only doing 
what the latter should do before extending credit to 
any of his customers. The banker “sells” money on 
credit, just as the retailer sells goods, and he is just 
as anxious to secure new credit customers. But he 
must know that his customers will pay him on the date 
due, and if the attitude and the answers of the retailer 
indicate that he is “at sea” regarding important facts 
in his business, the banker naturally cannot be blamed 
for hesitating to extend the credit desired. To put 
the retailer into a strong position with the banker, a 
a simple, logical means is suggested—the adoption of 
the latest National Cash Register System. With such 
a system it is said he will be able to show the banker 
daily, weekly and monthly records of his cash and 
credit sales, his receipts on account, and his items of 
cash paid out. The Cash Register Summary Sheet 
is said to enable him to make a “bank statement” that 
is proved by printed unchangeable cash register rec- 
it shows the banker that the man seeking credit 
it assures 


ords ; 
knows the exact condition of his business; 
him that the latter is safeguarding himself against 
leaks and losses, and it gives the retailer the confi- 
dence that inspires the banker’s confidence. [urther- 
more, it is stated, such a system will help the retailer 
for earning cash dis- 
and 


borrow money that he can use 
counts, making advantageous 
otherwise conducting his business along modern, 
money-making lines. While it may not be possible 
to do these things with an old cash register, the mz: 

ufacturers point out that the retailer can make his o!1 


cash purchases, 
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National Cash Register pay part of the cost of the 
new and better system. Full information of this sys- 
tem, together with booklet, “Money Making Hints” 
will be sent upon request, by the National Cash Reg- 
ister Company, Dayton, Ohio. 
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FOREIGN TRADE OPPORTUNITIES ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 








The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés has received information of op- 
portunities to sell hardware and kindred lines in sev- 


eral foreign countries. Names and locations will be 


supplied on request to the Bureau in Washington or . 


its District Offices. Such requests should be made on 
“separate sheets for each opportunity, stating the num- 
ber as given herewith: 

Hardware, automobile accessories, etc., Number 23110.— 
An importer and commission merchant in the West Indies 
desires to represent American manufacturers of paint, hard- 
ware, automobile supplies and accessories, tableware, crock- 
ery, etc. 

Hardware, novelties, etc., Number 23124—A man who 
has been in Australia for the past two and one-half years in 
the interests of American exporters is about to proceed to 
the United States to procure additional agencies for the sale 
of such merchandise as toys, fancy goods, small tools, and 
cutlery. Exclusive agencies are desired. 

Hardware, Number 23129—A merchant in West Africa 
desires to receive particulars from manufacturers and ex- 
porters of stationery, light hardware, and small tools. 

Cutlery and leather goods, Number 23133——A man in 
France wishes to secure the agency, on a commission basis, 
for American manufacturers of cutlery, leather goods, trav- 
elers’ requisites, and other articles usually carried by depart- 
ment stores. Correspondence preferably in French. Refer- 
ence. 

Light hardware, Number 23137.—A merchant in one of 
the West Indies desires to represent an American house deal- 
ing in cheap, light hardware, such as nails, cutlery, cattle 
chains, etc. Correspondence may be in English. References. 

Saws, shovels, etc., Number 23139.—A hardware firm in 
Central America is in the market for shovels, sandpaper, 
crosscut saws, pit saws, and boiler tube cleaners, for tubes 
trom 1% inches to 5 inches in diameter. Correspondence may 
be in English. References. 

Light hardware, Number 23162.—A firm in the Far East 
wishes to be placed in touch with manufacturers of light 
hardware. 

General hardware, etc., Number 23163.—A commission 
merchant in a foreign colonial possession desires to represent 
American manufacturers and exporters of general hardware, 
flour, boots and shoes, cotton, silk, and woolen woven goods. 
References. 

Sad irons, lawn sprinklers, etc., Number 23164—A hard- 
ware dealer in Central America is in the market for sadirons, 
charcoal irons, anvils, vises, forges, gasoline blow torches, 
and brass or nickel-plated lawn sprinklers. Correspondence 
in English. References. 

Enamelware, tinware, paints, etc., Number 23177.—A 
merchant in northern Africa wishes to enter into commercial 
relations with American manufacturers and exporters of tin- 
ware, enameled ware, paints, and glass. 


COMING RETAIL HARDWARE CONVENTIONS. 





In the following is given a list of the coming An- 
nual Conventions of Retail Hardware Associations 
which have been announced, their dates, and places 
of meeting, and the names and addresses of the re- 


spective Secretaries: 

The Western Retail Implement, Vehicle and Hardware 
Association, Kansas City, Missouri, January 16, 17, 18, 1917. 
Headquarters, Coates House. H. J. Hodge, Secretary, Abi- 
lene, Kansas. 

Pacific Northwest Hardware and Implement Association, 
Spokane, January 17, 18, 19, 1917. E. E. Lucas, Secretary, 
Spokane, Washington. 

Missouri Retail Hardware Association and Mississippi 
Valley Implement Dealers’ Association, St. Louis Coliseum, 
St. Louis, January 23, 24, 25, 26, 1917. F. X. Becherer, 
Secretary, 5136 North Broadway, St. Louis, Missouri. 


Mountain States Hardware and Implement Association, 
Denver, Colorado, January 23, 24, 25, 1917. J. H. Jenkins, 
Secretary, Pueblo, Colorado. 

Texas Hardware and Implement Association, Dallas, 
Texas, January 24, 25, 26, 1917. B. H. Getz, Secretary, Fort 
Worth, Texas. 

Indiana Retail Hardware Association, Indianapolis, Jan- 
ef 30, 31, February 1, 1917. M. L. Corey, Secretary, Argos, 
ndiana. 

Nebraska Retail Hardware Association, Omaha, Feb- 
ruary 6,'7, 8, 9, 1917. Nathan Roberts, Secretary, Lincoln, 
Nebraska. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, New York City, February 6, 7, 8, 9, 1917. Headquarters, 
Hotel Astor. W. P. Lewis, Secretary-treasurer, Huntingdon, 
Pennsylvania. 

New York State Retail Hardware Association, New York 
City, February 6, 7, 8, 9, 1917. Headquarters, Hotel Astor. 
John B. Foley, Secretary, Syracuse, New York. 

Wisconsin Retail Hardware Association, Milwaukee, Feb- 
ruary 7, 8, 9, 1917. P. J. Jacobs, Secretary, Stevens Point, 
Wisconsin. 

Kentucky Retail Hardware Association, Louisville, Ken- 
tucky, February 13, 14, 15, 1917. J. M. Stone, Secretary, 
Sturgis, Kentucky. 

Iowa Retail Hardware Association, DesMoines, February 
13, 14, 15, 16, 1917. A. R. Sale, Secretary, Mason City, Iowa. 

Michigan Retail Hardware Association Convention, De- 
troit, February 13, 14, 15, 16, 1917. Arthur J. Scott, Secre- 
tary, Marine City, Michigan. 

North Dakota Retail Hardware Association, Fargo, Feb- 
ruary 14, 15, 16, 1917. C. N. Barnes, Secretary, Grand Forks, 
North Dakota. 

Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 20, 21, 22, 23, 1917. H. O. Roberts, Secretary, 1032 
Metropolitan Life Building, Minneapolis, Minnesota. 

The Ohio Hardware Association, Dayton, February 20, 
21, 22, 23, 1917. James B. Carson, Secretary, Dayton, Ohio. 

South Dakota Retail Hardware Association, Sioux Falls, 
February 27, 28, March 1, 2, 1917. H.C. Parker, Secretary, 
Murdo, South Dakota. 

Florida Retail Hardware Association, Tampa, Florida, 
May 8, 9, 10, 1917. W. L. Harlan, Secretary, Atlanta, Georgia. 
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RETAIL HARDWARE DOINGS. 





lowa. 

B. E. Vestal, Lynnville, has sold his hardware store to 
George McCoy. 

K. J. Ersland and Joe Johnson, Armstrong, have pur- 
chased a hardware store. 

John Cretcher, Cantril, has traded a half interest in 
his hardware business to A. J. Wells. 

C. H. Thomas and Son have bought the Malloy hard- 
ware store in Creston. 

A. R. Hansen, Hamlin, has sold his hardware business 
to William Krohn. 

Kentucky. 

The Willett Hardware Company, Brandenburg, has been 
incorporated with a capital of $3,500 by J. R. Willett, R. P. 
Hagan and S. L. Morgan. 

The hardware store of Chenault and Eubapks, Mount 
Sterling, has been damaged by fire. 

Minnesota. 

Frank Vrieze, Cherry Grove, has sold his hardware store 
to John Harbers. 

Missouri. 

The hardware store of W. I. Westlake, Huntsville, has 
suffered a fire loss of $250. 

Esphorst Brothers Hardware Company, St. Louis, has 
been incorporated with a capital of $2,500 by John Esphorst, 
F, J. Schroeder and Harry I. Esphorst. 

Nebraska. 

W. Roll, Milford, will open a hardware store. 

Gaughen and Maben, North Bend, have dissolved part- 
nership in the hardware business, Michael Gaughen con- 
tinuing the business. 

North Dakota. 

W. H. Rush, Delamere, will engage in the hardware 
business. 

Frank Jochim and F. J. Seifle, Solem, have opened a 
hardware store. 

Ohio. 

Kanney, Van Natta and Speidler, Greenspring, have dis- 
solved partnership in the hardware and implement business. 
A. R. Kanney has bought the interests of his partners. 

Charles Schepflin and Roy Coleman, Fremont, will en- 
gage in the hardware business. 

Wisconsin. 

August Witte, Bennington, has sold his hardware store 
to Emil Stoltenberg. 

Emmett Amundson, Onalaska, has purchased the hard- 
ware usiness of A. B. Peterson. 

Herman: Kanter, Rice Lake, has bought an interest in 
the Ed. Liedly hardware store. 
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Popular Automobile Accessories Offer 
Great Opportunity to Hardware Dealers 








OIL DISTRIBUTOR IN FORD CARS. 


The annoyance that drivers of Ford cars are said 
to experience from radiators boiling over or foot- 
boards becoming unbearably hot, may, it is stated, 
almost always be attributed to imperfect lubrication. 
To remedy this situation, the Evapco Manufacturing 
Company, Detroit, Michigan, have developed a new 
Ford accessory, White’s Oil Distributor, shown here- 
with, which is claimed by local experts to effect a 
decided improvement in the operation of [Ford cars. 
Besides perfecting the lubrication to such a degree 
that these difficulties are avoided, this device is said 
to reduce the formation of carbon in the cylinders, 
prevent the fouling of spark plugs, improve the run- 
ning qualities of the motor, and to actually save gaso- 

















B 
E.M.WHITE OIL DISTRIBUTOR 
PATENTED MAY 1913-NOV.1913-MAY 1916 
OTHERS AND FOREIGN PATENTS PENDING 








lene. It consists of a series of steel troughs combined 
to form a single unit and placed inside the crank 
case, on the right hand side. In operation, oil 
splashed from the sma!l pockets by the cranks is said 
to be caught and carried by the trough rearwardly, 
step by step, to the main reservoir or fly-wheel hous- 
ings; this movement of oil rearwardly precludes the 
accumulation of oil under the cranks, especially num- 
ber one crank, and, according to the Company, in- 


sures proper lubrication of the motor, whether the car 
be ascending or descending a grade. Retail hard- 


ware dealers or jobbers who are interested should 
write for further particulars and details of selling 
proposition to the Evapco Manufacturing Company, 
Department 41, 427 Grand River Avenue, Detroit, 
Michigan. 
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UNIVERSAL JOINTS THAT ARE FULLY 
SELF-CONTAINED 


The design and development of the Evans Uni- 
versal Joint for general motor car work are said to 





Two Evans Universal Joints on Shaft. 


have produced a simple appliance, with a small num- 
ber of parts and smooth working qualities, which, it 
is declared, should appeal to the judgment of every 


manufacturer of automobiles. In this appliance, the 
working parts consist of two hardened trunnion blocks 
of large area running in spherical slots and acting 
also as bushings for the right angle hinge motion. 
Drop forgings of fine analysis, teugh, hard steel are 
used in making the joints and their exact centering is 
said to be assured by the extremely large arc of the 
trunnion blocks. According to the manufacturers, the 
Evans Universal Joint is fully self-contained and the 
housing is dustproof, at the same time acting as an 
oil tight casing to hold the grease around the working 
parts. [our sizes are made to meet all conditions of 
work from the small runabout to heavy fire engine 
service, and the illustration herewith shows a com- 
plete set, consisting of two joints and a shafting made 
from seamless steel tubing. Further details, together 
with information about other automobile specialties, 
can be obtained from the Merchant and Evans Com- 
pany, Philadelphia. 





DISAPPEARING TRUCK BODY FOR FORD 
ROADSTERS 


Two cars in one may be said to be obtained 
through the use of a disappearing body truck for 
lord Roadsters, which converts the pleasure car into 
a delivery truck within a few seconds’ time. This 
attachment holds an extra tire on top and when in 
closed position does not alter the original appearance 
of the automobile. When opened, it gives a loading 
space 32 by 69 inches with a large carrying capacity, 
as illustrated herewith. According to the manufactur- 













Large Loading Capacity of Murphy Disappearing Body Truck 
on Ford Roadster. 


ers, no bolts or screws are used to fasten and unfasten 
the truck body; it is said to be rattle proof and made 
throughout of 16-gauge rust proof galvanized steel, 


hee) finished in black baked enamel. The body, the manu- 


facturers state, can be installed ready for use in less 
than an hour. The convenient and economical features 
of the disappearing truck body will no doubt appeal to 
owners of Ford Roadsters, and dealers desiring full 
details should write to the Chicago Motor Specialties 
Company, 3900 Wabash Avenue, Chicago. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








The excellent advertisement of which a portion is It is to be regretted that such an advertisement is 


shown herewith furnishes a fine example of what an exception among retail hardware dealers, and cspe- 
really progressive retail hardware stores can do and cially so, because through this very scarcity of good 
should do in the way of stimulating their sales during retail hardware advertising, the consumer is almost 


th 


e Christmas selling season. unconsciously led to go to stores where in many cases 
The Palace Hardware House, Erie, Pennslyvania, he pays more for what he buys and gets less in value. 
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Christmas Gifts in the UTIFUL LEATHER GOODS iated Gi 
| Our Cutlery Dept. Has Many ristmas Gifts in BEA Useful and Appreciated Gifts Can 
* ‘ Basement wt » larie stock to select from, includ 
such things as et Sets, $5 up: Brusb 
Gifts That Will Be Apareciated PR a ag umn nines on roti set ve Po» | | Be Selected From Our Tool Dept. 
Cut Glass Vases, $1 to $6; Water Sets, $5 . $3 to $6; Tle Racks, 75c to $3; Collar lage, 
to $17; Berry Bowls, $1.75 up; Wine Sets, 91 to $6.25; Laundry Kits, 25¢ up; -Drinking 
$5 up; Cruets, $1.50 up; Sugar and Cream Cape, 60¢ up; Bill Folds, 60¢ to $2.75; Medi 
Sets, $2 to $5; Napples, 85c to $2.50; Pepper cine Cases. $1.50 up; Jewel Cases, Tic to 
and Salt, $1 up; Candlesticks, $3.25 pair, etc $2.25: Sewing Sets, $1.80 to $10.75; Military 
s Haviland China Dinner Sets, $45 to $106; 100- Brushes, $2.50 to $5.50; Wallets, 50c to $1.75; 
‘ piece Jap. Hand Painted Dinner Set, $45; oth Letter Holders, §25c to $1.25; Shop Lista, 25¢ 
er 100-piece Sets priced as low as $11.50. As to 45c; Tobsacoo Pouches, 50c to 7ic; Brief 
Manicure Sci Uarber Shears sorted Hand Painted a ware a Cases, $4.75; Pocket Books, $1.26 to $2.25; 
160. Embroidery Shea 25e up; Buttonhole Vases, 25¢ up; Cake ates, 25c to $3.50; Manicure Sets, $3 up. 7 
pede ailor Sbbare, $1.50 up; Flow Salad Bowls, 50c to $3; Sugar and Cream Sets 4 Work Benches. $9 to $15; Tool Handles, 40c 
0; Nail Nips, $1.70 and 50c to $3.50; Chocolate Sets, $5.75; Celery up; Chisels, Awls, Serew Drivers from 40e 
have over 600 patterns Trays, 60c to $2.75; Tea Sete 92.50 to $6; D EBONY up; Gig Saws and Lathes with Saw, 33.60 to 
1. Stag, Guh Metal, Gold, Flower Bowls, 30¢ to $2.25; Jdrdineres, 26¢ a B sacle vee ee ton a and a 
; and Nickie, 2° to $6. Hynting Knives, to $4.50; Fern Dishes, 0c up, etc. Fine Fancy ‘ 20k: fils, $5¢ wp: Machinist's Tool Cases, leather 
Silver and Nickle, 2. to po Nag ap nadie serine Sachets’ ait etyses, 0c ant ap. "UMS ‘Tes Soap Boxes, 30c to #1; Pin Boxes, $2.25: covered, $760; Carpenter Levels, 35¢ to $3; 
foty Kazors, all styles, $5 te $9; Auto Strop Kettles, $1.25 up, Coffee Pots up; Tea Mooth _Mirror, 50c; Buffers, 0c to $175 Braces abe to $2.35; Mitre Roses, $2.75 to 
Razore, $ up; Ever Ready,’$! to $5; Gem, Stands, 30 to $1.50; Thermos Bottles, $1.35 up; Toilet Sets, $1.25 up: Manicure Sets, $1.75 to $12; Hand Saws, $1 to $3; Set of Auger Bits 
Perham, Mevton, Fiseack> ier aa R150 Bettic Cares. $1.25 up; teach Ki te sane: Costes Jere, She up: Fin Svaya, 20 to in wood case and roils, $1 up; Polishing 
Shumate Scraight Razors, $2 to $6 each; $2.60; Preserving Ketlivs, 86e to $4.00; Dish $1.59; oh: batts ~ ‘ .* ‘a 8, Hends, $1.35 up; Hack Sawe, 25¢ to $1.25; 
Rubber Sct Shaving Brurhes, 26c to. $2; Hasor Pans, $2.36 up; Bread Mixerg, $2.75 up; Cake Bus cp dias, indie teen Oho co ee Carving. Tool Sete, $1.75 to $2.25; , Yaokee 
Hones 25¢ up; Strops, 25c up; Stropping Ma Miners, $2.26 to $3.58; Food Choppers, $1.25 moar pvt oe ‘s1.28 a tong Beaed ap Page Auto Drills, $1.50; Yankee Spiral Matchet 
chines, $1 to $3.50; Shaving Mirrors, 75¢ up; ,% $125; Knives and Forks set, 50c; Lird = or og va sian Hera 9a to Screw Drivers, $1.26 up; Hatchets, 75c; H 
Ever Ready Fiash Lichts. Toc to $5, com Cages, $1.75 to $6; Polishing Floor Mops, 76¢ ; ~? — rus! see 85 Ups - lant’s Sets, mere, 50c. Then We also have a completc 
plete; Ingersoll Watchems$! to $3.50; Drawing up; Coffee Sugar Cans, 2%6¢ up; Flour ~g egy ases, $1.85 to ae Dores, Hine of Starrett and Brown an@ Sharpe Tools 
Instruments, Carving Sets, from $2.25 up to Boxer. $1 $3.75; Medicine Cabinets, $2.98 yd & wr-epeo 76e to $5.26 Also many and hundreds of other things too numerous to 
$12.50 : up; bath Brushes. $1 up er splendid gifts L make mention 
ee: . © | A J 






PALACE HARDWARE HOU 


913 915 STATE STREET 


Stop a moment! Isn't it true, especially if you are an Erie resident, that when- 
ever you have thought of “toys” the word immediatdly suggests the Palace? Well, this year 
the toy department at the Palace is brighter and funnier than ever before. Dozens 
of new and interesting toys have been added to this department (located in the base- 
ment), making it the largest we have ever had and you will be sure to find here just 
what you had in mind and a visit through Toyland will more than repay you for the 
“s time. Bring the children—stay as long as you wish. 


the Newest and Most Up-to-Date Toys Shown in Our Big Toy Department 


sh fy se * 
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Toy Tool Chests, $1 to $3.50; Tool Benches, $1.25 to $4; Chess Boards, 25c; Scouts and Indians, $1; Water Colors, 25 to 
#1.50; Battleships, $1; Cannons, 50c; Sharp Shooters, 25c; Post Office, 25¢ to 50¢; Stencils, 25¢; Peter Rabbit, 25¢; Cireus, We: 
Knitting Outfits, 25¢; Boy Scouts, 25¢; Big Dick Gun, #2.50; Set of Blocks, 30¢ to $1; Witch Craft, 50e; Steam Engines, $1.50 to 

$7.25; Boats, Ve to $7.00; Trains, $1 to $12; Tunnels, 50c; Automobiles, 30¢ to $1.35; Garages, 35¢ to $1.25; Steam Rollers, $5; 
Picture Machines, $1.25 to $5.50; Rabbits, 75c; Monkeys, #1; Bear, $1; Swan, $1; Bear on Roller, $1.35 to $10; Dog on Rollers, i 

$2.75 to $10; Horse on Roller, $1.50 to $9.50; Toy Stoves, $1.25 to $5; Wash Stands, $2.50 and $3; Kitchen Sets, 35¢ to $2; Cam- 

els, Lions, Elephants, Monkeys on Rollers, $1 to $10; Sand Toys, 85e up; Fine Dolls, 50e to $2.50; Soft Rubber Balls, 25e up; 

Mind Builders, $1; Battleship Builder, $1.25; Roller Coasters, $2.50; Drums. 25 to $1.25; Wheel Barrows, Sulkies, Wagons Be 

cach; Friction Toys, 50e to $1.25; Meccano Sets, $1 to $14; Tinkertoy, 50c, Pile Drivers, 50e up; Elevators, $1.50 up; Sand Crane 

@ $1.50; Pianos, 49¢ to $2.25; Printing Presses, $1 up; Schoenhut Dolls, $3; Black Boards, $3.50; Wall Boards, 50¢ to $1.15; Tvpe- 
writers, 75¢ up; Grocery Stores, 45c to $3.00; Miniature Furniture, 25¢ each ; Indoor Base Ball, #2; Crokinole, $1.25; Naval War, gd 

SNe; Ten Pins, $1.75; Checkers, 10c up. , 

































































































Spurting Goods make good Christmas-gifts and you wit find wany things in this department that the father or son will 


appreciate, such as Hunting Coats at $1.50 to 36; Leggius, Toc tv $25 Shell Vests, $1.25 to $2.50; Sweaters for Girls or Boys, 
$6 to $10; Boy Scout Axes, $1; Air Rifles, 65¢ to $3.50; Dumb Bells, St: and up; Indian Clubs, 50¢ up; Exercisers, $1.50 up; 
Punching Bags, $1.50 up; Basket Balls, $2 up; Foot Balls, 60¢, to $6. Also many other splendid gifts. 
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has good reason to feel proud of this advertisement, The advertisement was prepared by H. W. Goeller, 
which occupied a full page in the Erie Evening who, it will be remembered, won first prize in 


H 


erald, and there is no question that it proved a AMERICAN ARTISAN AND HARDWARE Recorp Window 


profitable investment, for it was timely in its offerings Display Competition, and many of whose excellent 
and appearance. The introduction was of the sort advertisements and window displays have been repro- 


th 


trations were appropriate; the arrangement was care- 


at inspired confidence. The border and other illus- duced and commented on by this publication. 
. oe 


fully planned to provide ease of reading; the headings The question of the hour, which every retailer must 
and sub-headings emphasized without obtruding un- ponder, is this: “When the time of reorganization 
duly. The lists of gifts provided wide range of selec- comes, will my business be prepared to weather the 
tion, and every item was quoted at a definite price. storm ?” 
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HEATING AND VENTILATING 








NOTORIOUSLY INCORRECT STATEMENTS IN 
MOWRY HOUSE HEATING BULLETIN 
COPIED BY MISSOURI STATE 
BOARD OF AGRICULTURE. 





The notoriously incorrect Bulletin on House Heat- 
ing which was published by the University of Minne- 
sota and the utterly false deductions and mislead- 
ing statements of which were first pointed out by this 
publication in our issue of June 17th, has undoubtedly 
caused much injury to the legitimate and competent 
manufacturers and installers of warm air heating ap- 
paratus, and although a promise was given by the 
University authorities to rectify the serious misstate- 
ments contained therein, by the issuance of another 
Bulletin, it now appears that they have given their 
approval to a reprint of the original one being pub- 
lished and distributed by the Missouri State Board of 
Agriculture, as will be noted in the following letter to 
AMERICAN ARTISAN from Valentine A. Fath, of the 
Wrought Iron Range Company, St. Louis, Manufac- 
turers of Home Comfort Warm Air Heaters: 

To AMERICAN ARTISAN: 

In a small Missouri town yesterday, I accidentally 
discovered a Bulletin issued by the Missouri State 
Board of Agriculture at Columbia, Missouri, entitled 
“House Heating.” An extract of the title page fol- 


lows: 
“House Heating. A Good Bulletin RePublished.”’ 


“It is through the courtesy of the University of 
Minnesota, College of Agriculture, Extension Divi- 
sion, that this Bulletin, originally issued in January, 
1916, is published as one of the Monthly Bulletins of 
the Missouri State Board of Agriculture. The author 
of the Bulletin is J. L. Mowry of the Division of Agri- 
- cultural Engineering, University of Minnesota. An 
examination of this Bulletin, which was originally is- 
sued as a part of the ‘Minnescta Farmers’ Library,’ 
convinced us that it is one in which many Missouri 
farmers should be interested. 

“There is a growing demand for modern methods 
of heating country houses, yet these methods must 
not be so expensive as to be out of reach of the aver- 
age farmer. 

“A careful reading of this Bulletin will make it 
plain that no one system is recommended, Instead, 
the leading systems are explained in a manner easily 
understood. Then it is left to each individual farmer 
to make his own choice, etc.” 

From a hasty examination, it appears that this Bul- 
letin is an exact reprint of the “infamous Minnesota 
Bulletin,’ about which so much was written in the 
past six months. 

It is to be regretted that this “bunk” has found its 
way. into other states and that it was not thoroughly 
suppressed at the time. It further proves my predic- 


tions made in my former letters, that unless the Min- 
nesota Bulletin was promptly dealt with, it would be 
difficult to estimate the damage it would do, and while 
State Universities are like business competitors and 
striving to maintain a high standard and are con- 
stantly copying methods and ideas, there would be the 
danger of this “Heating Bulletin” being copied and 
circulated by other states. 

What are you going to do about it, 

Mr. Missouri Warm Air Heater Dealer? 

Mr. Warm Air Heater Manufacturer? 

Mr. Warm Air Heater Salesman? 

VALENTINE A, FATH. 
St. Louis, Missouri, December 6, 1916. 
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CLEVELAND MANUFACTURERS OF WARM 
AIR HEATERS AND FITTINGS 
CONTEMPLATE REMOVAL 
OF PLANTS. 











Owing to the disturbances resulting from the 
moulders’ strike in Cleveland, Ohio, the Walworth 
Run Foundry Company and the Forest City Foundry 
and Manufacturing Company, both of that city, are 
figuring on moving their plants to other localities, the 
former to Newcastle, Pennsylvania, and the latter 
to Wheeling, West Virginia. 
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MIDLAND CLUB WILL MEET IN CHICAGO 
MONDAY, DECEMBER 18. 





The Midland Club will hold its quarterly meeting 
Monday, December 18th, at Hotel LaSalle, Chicago. 
It is urged that there be a full attendance as several 
important matters will be up for consideration. 


* 
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NATIONAL WARM AIR HEATING AND 
VENTILATING ASSOCIATION WILL 
MEET IN CLEVELAND 
JANUARY 20. 





The semi-annual meeting of the National Warm Air 
Heating and Ventilating Association will be held Jan- 
uary 20, 1917, in Cleveland, Ohio. 
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HEATING AND VENTILATING ENGINEERS OF 
ILLINOIS TO DISCUSS METHOD OF 
AWARDING CONTRACTS. 


At the regular monthly meeting of the Illinois Chap- 
ter of American Society of Heating and Ventilating 
Engineers, Monday evening, December 11th, at the 
Chicago Engineers’ Club, 314 South Federal Street, 
H. W. Nelson, Moline, Illinois, will read a paper on 
“the Nelson Form for Choosing Bidders and Award- 
ing Contracts.” 

Dinner will be served at 6:30 P. M. 
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WHAT IS WRONG WITH THIS WARM AIR 
HEATER INSTALLATION? 





The attention of warm air heater installers is called 
to the following letter in which a description is given 
of an installation for the second floor of a two story 
stone and brick flat building. On!ly two of the rooms 
can be heated to a comfortable temperature when the 
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those belonging to the second floor installation. The 
building is well constructed with stone foundation, 
cement floor, stone front and brick walls. The cold 
air intake is four feet long and 20 inches in diameter. 

The registers used are of the baseboard type, each 
pipe serving two rooms, as indicated in the second 
sketch. There is a gas grate in the parlor in the south 
wall. The three large rooms, parlor, sitting room and 


Total Depth 62 £6. Talal Widph 22K. 
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Basement Plan of Warm Air Heater Installation That Works Unsatisfactorily. 


thermometer gets down to 20 above zero, and when 
the weather is colder even these two rooms are not 
sufficiently warm: 

To AMERICAN ARTISAN: 

Knowing that your publication is a champion of 
warm air heating, in which method I am a firm be- 
liever because it is the only method by which real 
ventilation can be provided in connection with the 
heating plant, I am writing you to ask some of your 

















_bed room, are connected with wide openings, sliding 


doors being inserted between parlor and sitting room. 
The registers in the bed rooms are all closed all the 
time, and at night the windows are open from the top 
in these rooms. There are storm windows in front 
and on the west window in the sitting room. The 
back stairs and porch are enclosed. The house faces 
west and there is an open areaway between it and the 
house to the north, while, as indicated in the second 
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Second Floor Plan of Unsatisfactory Warm Air Heater Installation. 


subscribers to point out what is wrong with the in- 
stallation in the two flat building of which I occupy 
the second floor. 

The warm air heater for the second floor is of a 
make that has a good reputation. The firepot is 27 
inches in diameter, and the entire apparatus was thor- 
oughly cleaned last September. In the first sketch I 
have illustrated how the pipes are arranged. The 
warm air heater for the first floor is located about 
two feet east of the second floor heater (to the right 
in the illustration), and its pipes run very much like 


illustration, this house and the one to the south have 
a short joint wall. 

For some reason, we have not been able to heat the 
second floor to a comfortable temperature as soon as 
the thermometer fell below 20 degrees above zero; 
that is, we have to live in the dining room to keep 
warm, although the bath room is always well heated, 
the warm air, in fact, pouring vp there at a great rate. 
The strange part, to me, is that although, as will be 
noted, the sitting room register is on the shortest heat- 
ing pipe which has a very decided slant in the base- 
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ment, very little heat comes up, while the largest pipe 
is the one that furnishes the heat to the dining room— 
the only place in the house that is comfortable, except 
the bathroom. 


I omitted to say that in addition to the cold air 
intake from the outside there is also a slide in the 
heater casing which is left open to admit air from 
the basement. The heating pipes in the basement are 
covered with asbestos paper. 

Now, what I would like to know is what can be 
done to make this installation furnish enough heat, 
or in what way it must be altered to make it work sat- 
isfactorily, and I trust that one of your constituency 
will be able to give me that information, for if I can 
possibly avoid it, I don’t want to be cooked by dry 
steaming or the hot water method. 

Yours truly, 
FresH Air Heat. 

Chicago, December 4, 1916. 





HUMIDIFIER WITH AUTOMATIC CONTROL 
FOR WARM AIR HEATERS. 


Eminent authorities on heating problems point out 
that in any heating system, the supply of the proper 





Front Rank Warm Air Heater and Humidifier. 


amount of moisture is absolutely essential to health- 
fulness, besides greatly reducing the consumption of 
fuel. The Front Rank Humidifier, which is shown 
herewith attached to a Front Rank Warm Air Heater, 
is said to provide one of the simplest, yet most effec- 
tive methods ever devised for humidifying the heated 
air, being the result of years of careful study and ex- 
perimenting. This device consists of a supply or 
vapor tank, and a water back placed in the warm air 
heater. To the supply tank a pipe is connected from 
the water main in the building, and automatic regu- 
lation is said to be obtained by a specially-designed 
valve which keeps the water in the tank at the same 
height at all times. By connecting the water back 
with the tank by means of a flow pipe and a return 
pipe, a circulating system is produced, which in oper- 
ation is stated to maintain a supply of moisture in a 
relative proportion to the amount of heat generated 
and to deliver it to the air after the latter is heated. 
Circular giving further interesting information, to- 
gether with price list, can be secured from the 
Haynes-Langenberg Manufacturing Company, 4045-57 
Forest Park Boulevard, St. Louis, Missouri. 
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RINGS FOR SINGLE OR DOUBLE WARM AIR 
HEATER CASINGS. 





Every item that is involved in the manufacture or 
installation of a warm air heater must be of high char- 
acter, in order that the apparatus may be given a fair 
chance to show what it can accomplish. It is the col- 
lective merits of the parts that determine the efficiency 
of the system and the thoughtful manufacturer or in- 
staller therefore pays the closest attention to every 
detail. Casing rings, for example, that are perfect 
in circle and true to measure, besides being durably 
mad, are in demand and these requirements are said 





Walworth Steel Casing Ring. 


to be fully met by the Walworth Steel Casing Rings, 
one of which is shown in the accompanying illustra- 
tion. These are made in full circles for ordinary use 
or in partial circles for full cast fronts; with lugs for 
double casings and without lugs for single casings. 
Further details, together with information about their 
grey iron castings and semi-steel registers for warm 
air heaters, can be obtained from the Walworth Run 
Foundry Company, West 27th Street, Cleveland, 
Ohio. 


PATENTS WARM AIR HEATER GRATE. 








George F. Spencer, Thompsor, Pennsylvania, has 
obtained United States patent rights, under number 
1,206,046, for a warm air heater grate described in 
the following: 


1,206,046 














In a warm air heater a horizontal main grate, a plurality 
of inclined grate sections having their lower ends slidably en- 
gaged with the main grate, a pair of rockable frames each 
supporting different ones of the inclined grates, a rock shaft, 
arms on the shaft connected with the rockable frames, and 
means for oscillating the shaft. 
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INTERESTING BOOKLET ON JEWEL WARM 
. AIR HEATERS. 





The Detroit Stove Company, Detroit, Michigan, has 
just published an interesting booklet describing its 
Jewel warm air heaters. 
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The Dumore Heating and Ventilating Company, 
St. Louis, Missouri, has been incorporated with a 


capital stock of $50,000. 
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PRACTICAL HELPS FOR THE 
TINSMITH 
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PATTERNS FOR TWO-WAY BRANCH, 
SQUARE TO ROUND. 





BY O. W. KOTHE. 

When two square ducts are to branch out from a 
round pipe then a Y-branch as shown in this drawing 
must be designed. The first step is to get the diameter 
for the large pipe, as 1-4’. Then from the center draw 
your angles for the branches to the desired inclination. 
Next draw the half section “A” and also for the rec- 
tangle “C.” In this case the section through miter line 
is described from the point X which is equal to the 
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triangle A-B-X of elevation. So draw a line equal to 
length of A-B; next pick line A’-4 from diagram “B”’ 
and using’A in pattern as center strike arc as at 4; 
next pick line B&8-4’ from diagram “E” and using B 
in pattern as center, cross arcs as at point 4. Then set 
one pair of dividers equal to one of the spaces as I-2 
in section “A,” and using point 4 in pattern as center 
strike small arc as at 3. Next pick space 4’-5 from 
section “B” and using point 4 as center, strike arc as 
at 5. Now pick line A8-3 from “D” and using A in 
pattern as center, cross arcs in point 3. In like man- 
ner, pick line B’-5 from diagram “E” and using B 
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Development of Patterns for Two- Way Branch, Square to Round. 


miter line and stepped over as shown. This cannot 
always be done because the cut is often longer than 
the pipe is wide. Next, divide the half section “A” 
into equal spaces, and square lines to the base line, also 
for the cut “B.” 

From these points in section “B” square lines into 
miter line, and then draw triangular lines to point B 
and from the base line to A. To find the true length 
of these lines pick the lines as A-1; A-2; A-3; A-4; 
and step them off on triangle “D,” and in each point 
erect lines equal to the sectional line thus giving you 
the slant lengths as shown. 

In like manner pick lines in elevation as B-4; B-5; 
B-6; B-7, and step them over on the horizontal line in 
diagtam “E.” Next square up lines equal to those in 
section, and you have the true length for pattern. If 
this branch was big, then we would make a seam in the 
throat and the heel, in which case we would start with 


as center, cross arcs in point 5. Next strike arc 2 
and arc 6 and cross them with line A’-2 and B’-6. Re- 
peat this until point 1 and 7 are established ; then take 
half the width of side line “C” which is the half sec- 
tion, and using A and B in pattern as center, strike 
arcs. Next pick the elevation line A-1 and B-7 and 
using point 1 and point 7 in pattern as centers, cross 
arcs thus giving you the end wings. Draw your lines 
through all points where arcs cross and your pattern 
is finished, only laps must be allowed extra. 


~~ 


The merchants of Kansas City have a good idea that 
might well be considered by all other localities. They 
plan to get the customers’ opinions and suggestions 
relative to their methods of doing business. The 
smaller the place, the easier it would be to get this in- 
formation and the more important it would be for the 
merchants. 
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SOME IN FAVOR, OTHERS OPPOSED TO 
LICENSING OF SHEET METAL 
CONTRACTORS IN 
CHICAGO. 


We have received a number of communications fol- 
lowing the report printed on page 36 of the Novem- 
ber 26th issue of AMERICAN ARTISAN of an address 
by John C. McFarlaed, President of the Allied Sheet 
Metal Contractor’ Association of Chicago, and an 
editorial referring to same which appeared on page 
15 of the same issue, pertaining to the licensing of 
sheet metal contractors in Chicago. 

It is evident from the tenor of these letters and 
statements made in person to the Editor that President 
McFarland touched on a very live proposition, and the 
following letters will give a fair idea of the positions 
taken by those who are opposed to or in favor of the 


idea: 
Says Such an Ordinance Will Be Unconstitutional By Placing 
Undue Restraint Upon Liberty to Engage in Business. 


To AMERICAN ARTISAN: 

I have read very carefully the talk made by Mr. 
McFarland as reported by you and also the editorial 
comment you made on his suggestion, and | dislike 
very much to disagree with you because generally you 
are on the right side of the fence, but I believe that 
you are entirely wrong in the stand you have taken on 
this proposition. 

Admitting for argument’s sake that a man should 
be compelléd to “demonstrate his ability to conduct 
such a business in the right manner,” before he would 
be permitted to open a shop of his own—will you 
please tell me how he is going to demonstrate this 
ability unless he has a business to conduct ? 

Again, it has been pretty well proven that our [fed- 
eral Government does not approve of schemes to 
keep people out of business, as was recently evidenced 
by the conviction of half a dozen plumbers in Iowa 
who were tried and found guilty of conspiracy to pre- 
vent men from conducting a plumbing business who 
would not belong to the master plumbers’ association, 
and similar cases have been successfully carried 
against plumbing supply houses which refused to sell 
to plumbers who were not in the “ring.” 

This is a free country, and I don’t believe in stop- 
ping any one from becoming his own boss, which is 
and should be a man’s chief ambition. 

As you know, I started in a very small way but 
have built up a good business, and | didn’t do it by 
combining to boost prices, but by doing good work 
and asking a fair price for my work, and there are 
lots of others in the same boat. 

Yours truly, 
Oxtp TIMER. 


Chicago, December 4, 1916. 


License Will Stop Many Abuses. 
To AMERICAN ARTISAN: 

I want to compliment you on the fine editorial that 
you printed in-the November 25th number of your 
valuable paper. You hit the nail on the head, when 
you said that men should not be allowed to go into 
the sheet metal contracting business until they had 


demonstrated before a Board of Examiners that they 
were able to conduct such a business in the right 
manner. 

The ordinary sheet metal contractor does a kind of 
work which in many respects is just as important to 
the health and welfare of the public as is, for instance, 
that of the plumber and steamfitter. No one can open 
a shop for either of these classes of work without 
having a license and before he can secure such a 
license he must prove his ability to do the work prop- 
erly—which is as it should be. 

So much for the practical part of the trade. The 
business management is just as important, and here 
is where I believe that the material men can do more 
than any other ifiterest to improve conditions. They 
are the ones who make it possible for a man to run a 
shop, for if he can’t buy supplies he won't be able to 
take contracts and fulfill them, and no supply house 
or material man can be prosecuted for refusing to sell 
to a person who has not first given proof that he 
knows how to figure his work right—whether he 
wants to get credit or is willing to pay cash. 

[ read the other day that there is quite a likelihood 
of having the City Council charge us a fee for the 
privilege of conducting a shop, and it is my opinion 
that if we are to have a license and pay the City for it, 
we ought to have a license that means something be- 
sides simply that we have paid five or ten dollars to 
the City. We ought to have a real license which is 
proof to the man who wants good work done that 
the owner of such a license can and does do good 
work. 

Yours truly, 
For Berrer CONDITIONS. 

Chicago, December 5, 1916. 

Supply Dealer Holds Bag for Incompetent Sheet Metal 
Contractor. 
To AMERICAN ARTISAN: 

Please accept our compliments on the excellent edi- 
torial on “Licensing Sheet Metal Contractors.” If it 
is possible to carry out such a plan as you suggest, the 
sheet metal contracting business of Chicago will be 
lifted out of the slough of despondency in which at 
present it rests very uneasily, and so far as we per- 
sonally are concerned you may rest assured that we 
shall be glad to help the proposition along. 

One of the biggest, if in fact not the biggest, 
troubles in the sheet metal contracting business is that 
so many excellent workmen open shops without hav- 
ing the proper knowledge of what it costs to run a 
shop profitably, and even if they have a little money 
at the start with which to pay cash for their supplies, 
they soon arrive at a point where they have to ask 
for credit at their supply house, and right here the 
supply house should make it a point to know whether 
the contractor is allowing enough gross profit to leave 
him a net profit after paying his bills, wages and over- 
head expenses. No matter how small the business is, 
there will always be overhead expenses, and it is on 
this rock that so many sheet metal contractors are 
wrecked: They figure too little for overhead ex- 
penses. 

There is a law against unreasonable restraint of 
trade, but there is no law that says to me that ] must 
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PATTERNS FOR TWO-WAY BRANCH, 
SQUARE TO ROUND. 





BY O. W. KOTHE. 

When two square ducts are to branch out from a 
round pipe then a Y-branch as shown in this drawing 
must be designed. The first step is to get the diameter 
for the large pipe, as 1-4’. Then from the center draw 
your angles for the branches to the desired inclination. 
Next draw the half section “A” and also for the rec- 
tangle “C.” In this case the section through miter line 
is described from the point X which is equal to the 

















triangle A-B-X of elevation. So draw a line equal to 
length of A-B; next pick line A’-4 from diagram “B” 
and using’A in pattern as center strike arc as at 4; 
next pick line B8-4’ from diagram “E” and using B 
in pattern as center, cross arcs as at point 4. Then set 
one pair of dividers equal to one of the spaces as I-2 
in section “A,” and using point 4 in pattern as center 
strike small arc as at 3. Next pick space 4’-5 from 
section “B” and using point 4 as center, strike arc as 
at 5. Now pick line A8-3 from “D” and using A in 
pattern as center, cross arcs in point 3. In like man- 
ner, pick line B’-5 from diagram “E” and using B 















































TRUE LENGTHS 























HALF PATTERN 


Development of Patterns for Two- Way Branch, Square to Round. 


miter line and stepped over as shown. This cannot 
always be done because the cut is often longer than 
the pipe is wide. Next, divide the half section “A” 
into equal spaces, and square lines to the base line, also 
for the cut “B.” 

From these points in section “B” square lines into 
miter line, and then draw triangular lines to point B 
and from the base line to A. To find the true length 
of these lines pick the lines as A-1; A-2; A-3; A-4; 
and step them off on triangle “D,”’ and in each point 
erect lines equal to the sectional line thus giving you 
the slant lengths as shown. 

In like manner pick lines in elevation as B-4; B-5; 
B-6; B-7, and step them over on the horizontal line in 
diagram “E.” Next square up lines equal to those in 
section, and you have the true length for pattern. If 
this branch was big, then we would make a seam in the 
throat and the heel, in which case we would start with 


as center, cross arcs in point 5. Next strike arc 2 
and arc 6 and cross them with line A’-2 and B’-6. Re- 
peat this until point 1 and 7 are established ; then take 
half the width of side line “C” which is the half sec- 
tion, and using A and B in pattern as center, strike 
arcs. Next pick the elevation line A-1 and B-7 and 
using point 1 and point 7 in pattern as centers, cross 
arcs thus giving you the end wings. Draw your lines 
through all points where arcs cross and your pattern 
is finished, only laps must be allowed extra. 





The merchants of Kansas City have a good idea that 
might well be considered by all other localities. They 
plan to get the customers’ opinions and suggestions 
relative to their methods of doing business. The 
smaller the place, the easier it would be to get this in- 
formation and the more important it would be for the 
merchants. 
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SOME IN FAVOR, OTHERS OPPOSED TO 
LICENSING OF SHEET METAL 
CONTRACTORS IN 
CHICAGO. 


We have received a number of communications fol- 
lowing the report printed on page 36 of the Novem- 
ber 26th issue of AMERICAN ARTISAN of an address 
by John C. McFarland, President of the Allied Sheet 
Metal Contractors’ Association of Chicago, and an 
editorial referring to same which appeared on page 
15 of the same issue, pertaining to the licensing of 
sheet metal contractors in Chicago. 

It is evident from the tenor of these letters and 
statements made in person to the Editor that President 
McFarland touched on a very live proposition, and the 
following letters will give a fair idea of the positions 
taken by those who are opposed to or in favor of the 


idea: 
Says Such an Ordinance Will Be Unconstitutional By Placing 
Undue Restraint Upon Liberty to Engage in Business. 


To AMERICAN ARTISAN: 

I have read very carefully the talk made by Mr. 
McFarland as reported by you and also the editorial 
comment you made on his suggestion, and | dislike 
very much to disagree with you because generally you 
are on the right side of the fence, but I believe that 
you are entirely wrong in the stand you have taken on 
this proposition. 

Admitting for argument’s sake that a man should 
be compelléd to “demonstrate his ability to conduct 
such a business in the right manner,” before he would 
be permitted to open a shop of his own—will you 
please tell me how he is going to demonstrate this 
ability unless he has a business to conduct ? 


Again, it has been pretty well proven that our I*ed- 
eral Government does not approve of schemes to 
keep people out of business, as was recently evidenced 
by the conviction of half a dozen plumbers in Iowa 
who were tried and found guilty of conspiracy to pre- 
vent men from conducting a plumbing business who 
would not belong to the master plumbers’ association, 
and similar cases have been successfully carried 
against plumbing supply houses which refused to sell 
to plumbers who were not in the “ring.” 

This ts a free country, and | don't believe in stop- 
ping any one from becoming his own boss, which is 
and should be a man’s chief ambition. 

As you know, I started in a very small way but 
have built up a good business, and I didn’t do it by 
combining to boost prices, but by doing good work 
and asking a fair price for my work, and there are 
lots of others in the same boat. 

Yours truly, 
Oxtp TIMER. 

Chicago, December 4, 1916. 


License Will Stop Many Abuses. 
To AMERICAN ARTISAN: 

I want to compliment you on the fine editorial that 
you printed in the November 25th number of your 
valuable paper. You hit the nail on the head, when 
you said that men should not be allowed to go into 
the sheet metal contracting business until they had 


demonstrated before a Board of Examiners that they 
were able to conduct such a business in the right 
manner. 

The ordinary sheet metal contractor does a kind of 
work which in many respects is just as important to 
the health and welfare of the public as is, for instance, 
that of the plumber and steamfitter. No one can open 
a shop for either of these classes of work without 
having a license and before he can sécure such a 
license he must prove his ability to do the work prop- 
erly—which is as it should be. 

So much for the practical part of the trade. The 
business management is just as important, and here 
is where I believe that the material men can do more 
than any other ifiterest to improve conditions. They 
are the ones who make it possible for a man to run a 
shop, for if he can’t buy supplies he won't be able to 
take contracts and fulfill them, and no supply house 
or material man can be prosecuted for refusing to sell 
to a person who has not first given proof that he 
knows how to figure his work right—whether he 
wants to get credit or is willing to pay cash. 

| read the other day that there is quite a likelihood 
of having the City Council charge us a fee for the 
privilege of conducting a shop, and it is my opinion 
that if we are to have a license and pay the City for it, 
we ought to have a license that means something be- 
sides simply that we have paid five or ten dollars to 
the City. We ought to have a real license which is 
proof to the man who wants good work done that 
the owner of such a license can and does do good 
work. 

Yours truly, 
For BETTER CONDITIONS. 


Chicago, December 5, 1916. 





Supply Dealer Holds Bag for Incompetent Sheet Meta! 
Contractor. 


To AMERICAN ARTISAN: 

Please accept our compliments on the excellent edi- 
torial on “Licensing Sheet Metal Contractors.” If it 
is possible to carry out such a plan as you suggest, the 
sheet metal contracting business of Chicago will be 
lifted out of the slough of despondency in which at 
present it rests very uneasily, and so far as we per- 
sonally are concerned you may rest assured that we 
shall be glad to help the proposition along. 

One of the biggest, if in fact not the biggest, 
troubles in the sheet metal contracting business is that 
so many excellent workmen open shops without hav- 
ing the proper knowledge of what it costs to run a 
shop profitably, and even if they have a little money 
at the start with which to pay cash for their supplies, 
they soon arrive at a point where they have to ask 
for credit at their supply house, and right here the 
supply house should make it a point to know whether 
the contractor is allowing enough gross profit to leave 
him a net profit after paying his bills, wages and over- 
head expenses. No matter how small the business is, 
there will always be overhead expenses, and it is on 
this rock that so many sheet metal contractors are 
wrecked: They figure too little for overhead ex- 
penses. 

There is a law against unreasonable restraint of 
trade, but there is no law that says to me that ] must 
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sell my merchandise to any one who wants to buy it 
—whether he wants to pay cash or asks credit, doesn’t 
matter—nor is there any law that says that I am not 
allowed to furnish credit information to other firms 
in my line, and I believe that the supply houses should 
cooperate with the sheet metal contractors who want 
to raise the business to a fair, profitable standard, by 
stopping the sale of material to men who do not oper- 
ate their shops on a sound business basis. 
MATERIAL MAN. 
Chicago, December 4, 1916. 


ee 


REVOLVING VENTILATOR THAT OPERATES 
SILENTLY. 





Among the various types of ventilators offered by 
the Berger Brothers Company, is the Earle Improved 
Revolving Ven- 
tilator, shown in 
the accompanying 
illustration. The 
fan in this ven- 
tilator, which can 
be seen in the il- 
lustration, is de- 
scribed as run- 

f ning in a_ self- 

WNgiBiccrs,’S« lubricating bear- 
Earle Improved Revolving Ventilator. ing that is unaf- 
fected by extremes in temperature and requires no 
oil or grease to facilitate its operation. Another ad- 
vantage attributed to this fan is that it operates si- 
lently with no noise and always serves to induce a 
current of air upwards; so that the possibility of any 
downdraft is entirely eliminated. The efficient con- 
struction and operation of the Earle Ventilator, added 
to its great durability, has, it is stated, brought it into 
good repute, so that it has become very popular and 
finds extensive application. Circular containing fur- 
ther information, together with catalog of sheet metal 
workers’ supplies, will be sent upon request by the 
Berger Brothers Company, 229-231 Arch Street, 
Philadelphia. 


” 
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BERGER MANUFACTURING COMPANY WILL 
ADD GREATLY TO ITS MANUFACTURING 
FACILITIES. 





The Berger Manufacturing Company, Canton, 
Ohio, announces that it will increase its capital from 
$5,000,000 to $10,000,000, and practically double its 
output. The present capital consists of $2,500,000 
7 percent preferred stock and $2,500,000 common. It 
is believed the new issue will be half preferred and 
half common. 

The Company was established in 1889 with $25,000 
capital. With the completion of extensions now 
planned it will employ 5,000 men. In the announce- 
ment sent out by the directors, the Company says: 

“The Company already has in course of erection 
extensive additions to its plant and the constantly 
growing business of the Company renders it necessary 
to increase the capital stock for the purpose of afford- 
ing capital to properly handle the business offered. 


“The proceeds arising from the increased capital, 
if authorized, will be used in further enlargements 
of the business of the company and possibly in the 
development of new lines of product of a nature sim- 
ilar to that in which we are now engaged. Definite 
plans for further extensions have not yet been filed, 
but they necessarily will result in a considerable in- 
crease of the number of men that can find steady em- 
ployment at our plant.” 

The directors are: Edward A. Langenbach, Fred 
H. Snyder, Harry R. Jones, Richard Y. Yancey, 
William S. Langenbach, Alfred E. Hockwalt and 
Charles W. Krieg. 





WANTS PATTERNS FOR POURING SPOUT OF 
MEASURING CUP. 


To AMERICAN ARTISAN: 
Will one of the many subscribers of AMERICAN 
ARTISAN please explain the method of laying out pat- 

















Measuring Cup with Pouring Spout. 


terns for the pouring spout of the measuring cup 
shown in the accompanying sketch? 
SUBSCRIBER. 
Las Vegas, New Mexico, November 30, 1916. 


—_* 
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INLAND STEEL COMPANY TO ADD TWO 
OPEN HEARTH FURNACES. 








The Inland Steel Company, Chicago, has decided to 
proceed at once with the construction of two addi- 
tional open hearth furnaces. A battery of eight fur- 
naces has just been completed. The former open 
hearths numbered 12. This will give the Inland Steel 
Company a battery of 22 furnaces, 

Five or six of the eight completed furnaces in the 
new battery are producing steel to the capacity of the 
mill to handle it. The remainder await completion of 
rolling equipment before starting to produce steel. 





The Delphos Manufacturing Company, Delphos, 
Ohio, has been bought by W. McClain, Greenfield, 
Ohio. This is due to the ill health of Lewis Leilich, 
but his son Clarence will remain as Secretary and 
Treasurer. The Company manufactures tin cans, cor- 
rugated roofing and other sheet metal products, occu- 
pying five acres and employing approximately 400 
men. Under the new management, the plant will be 
run to full capacity. 











December 9, 1916. AMERICAN ARTISAN AND HARDWARE RECORD 37 


EAVES TROUGH HANGER MADE OF TWO 
PIECES OF GALVANIZED STEEL. 





Durability and ease of application are two prime 
essentials of a satisfactory eaves trough hanger, and 





Two Pieces of Steel Form Peerless Eaves Trough Hanger. 


features such as these are said to be found in the 
Peerless Eaves Trough Hanger, manufactured by the 
Abbott Manufacturing Company, Cleveland, Ohio. 
According to the Company, durability and perma- 
nency are insured in this eaves trough hanger be- 
cause it is constructed of two pieces of high-grade 
galvanized steel, made to resist the corrosive action 
of water and the atmosphere. In the first illustration 
herewith are shown these two pieces, and in the two 
smaller illustrations 
is pictured the sim- 
ple, effective method 


long piece is i( 
around the trough, 
the end A inserted in 
the slot B, then drawn 
tight and bent over a# Showing Method of Application. 
shown at C, thus, it 

is said, quickly and positively securing the trough in 
the hanger. The manufacturers states that it will pay 
contractors to write for samples, which will be sent 
free upon request to those not acquainted with the 
quality of the Peerless Eaves Trough Hanger. Re- 
quests for samples, together with further information 
and price list, should be made to the Abbott Manu- 
facturing Company, 2900 Central Avenue, Cleveland, 
Ohio. 
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ROOF FAN VENTILATOR PROVIDES 
ADEQUATE VENTILATION. 





It is superfluous to reiterate the statement that ade- 
quate ventilation is an absolute necessity in modern 
building construction. 
Architects and engineers, 
as well as intelligent lay- 
men, realize the impor- 
tance of installing proper 
means of ventilation which 
gives positive results under 
varying conditions, and 
such results are said to be 
obtained through fan suc- 
The Bicalky Roof 
Fan Ventilator, pictured 
herewith, embodies this 
principle, and according to the manufacturers, does 
not depend upon any difference in temperature for its 
action, but upon a rotating fan wheel which creates 
a vacuum and causes an unward circulation of air at 
all times, thus insuring positive ventilation. The illus- 
tration shows how the wind comes in contact with the 
outer veins of a secondary wheel, giving a great 


tion. 





Bicalky Roof Fan Ventilator. 


leverage to the inner wheel and thus, it is said, pro- 
ducing a fan that always rotates by the moving out- 
door currents of air. This rotation of the fan forms 
a suction on the neck of the ventilator and is stated 
to give adequate ventilation without any attention or 
power bills except for oiling the ventilator once or 
twice a year. Various sizes of the Bicalky Roof Fan 
Ventilator are in use for homes, offices, school rooms, 
hotels, halls, club rooms, bakeries, restaurants, stables, 
etc., and full particulars can be obtained from the 
Bicalky Fan Company, Buffalo, New York. 

EVANS ALMETL FIRE DOORS AND SHUTTERS 

MADE FOR UNUSUAL REQUIREMENTS. 








The manufacturers of Evans Almetl Fire Doors 
and Shutters announce to the trade that in addition to 
the standard single swinging, and single and double 
sliding types of these doors, and the single and double 
swinging shutters, they are prepared to meet many 
unusual requirements, such as supplying these appli- 
ances made of galvanized ingot iron or painting the 
inside surface of the panels with specified paint. They 
also can supply swinging or sliding doors with well- 
designed panel frames set into and securely bolted to 
the door to hold wire glass; doors with offsets to pro- 





Installation of Evans Almeti Sliding Fire Door in Factory 
Bullding. 


tect openings that have a monorail trolley track run- 
ning through at the top; and swinging flush type doors 
with a frame at the top made of an arched segment 
and shaped to properly fit into arched top openings. 
Attention is directed to the fact that added to the 
approvals from the Underwriters’ Laboratories of 
Chicago and the Factory Mutual Laboratories of Bos- 
ton, as well as from naticnal, state and municipal 
authorities, the Company has just received an en- 


grossed Certificate of Approval from the Industrial 


Board of the Pennsylvania State Department of 
Labor. The Company has over 160 experienced li- 
censees in the country, through whom they are’ re- 
ceiving a large amount of fire door and shutter busi- 
ness, a typical installation of the doors being shown 
herewith. Circulars giving interesting information on 
the subject will be sent to those addressing the Mer- 
chant and Evans Company, Philadelphia. 


a 





The Greenpoint Metal Covered Door Company, 
Brooklyn, New York, will begin the erection of a 
130x200 foot plant to be erected at Ingraham and 
Garden Avenue. 
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W. H. DAVEY HEADS MANSFIELD LOCK 
WASHER COMPANY, RECENTLY 
ORGANIZED. 


W. H. Davey, President and General Manager of 
the Mansfield Sheet and Tin Plate Company, heads the 
new enterprise which has recently been organized 
under the name of the Mansfield Lock Washer Com- 
pany to manufacture automobile parts at Mansfield, 
Ohio. The other officers are: Charles F. Ackerman, 
President of the Mansfield Savings Bank, Vice-presi- 
dent; A. E. Witter, formerly of Massillon, Secretary- 
Treasurer, and I*. EF. Kessel, General Superintendent. 

The new company will immediately start plans for 
operation. At present machinery is being purchased 
and will be ready for delivery when needed. The 
factory building is of brick, two stories in height and 
40x140 feet. An additional wing to the present build- 
ing will be constructed immediately. 
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BRIER HILL STEEL COMPANY BUYS LAND. 


The Brier Hill Steel Company, Youngstown, Ohio, 
has purchased 250 acres, known as the Van Wye farm, 
adjoining its Western Reserve mill at Warren, Ohio. 
Some big extensions are planned. The Company is 
now completing its byproduct coke ovens and two 
additional open hearth furnaces. 


-ene ~~~ — 


NOTES AND QUERIES. 


Solder for Aluminum. 
Irom Reilly Brothers, Mount Horeb, Wisconsin. 
Kindly give us a solder for aluminum. 


Ans.—(1) For sheet aluminum an iron tin solder. 


may be used with a flux composed of resin, 
neutral chloride of zinc, and grease. The metal 
should not be cleaned or scraped unless it is abso- 
lutely necessary to do so, in which case alcohol or 
essence of turpentine should be used for the purpose. 
lor 5 percent aluminum bronze, tin solder may be em- 
ployed, but this is not possible with the 1o percent 
alloy, in which case the company recommends a pre- 
liminary copper plating. If it is difficult to dip the 
ends to be plated directly in the solution pieces of 
blotting paper soaked in a solution of CuSO, may be 
laid on them and a current passed. The flux men- 
tioned above may be used. 

(2) A good aluminum solder is made of zinc, 
aluminum and copper, in the proportion of 9o, 6 and 4. 

(3) The composition of solders for aluminum 
that are generally used is as follows: 1—8o parts 
zinc, 12 parts aluminum, 8 parts copper. 2—88 
parts zinc, 7 parts aluminum, 5 _ parts copper. 
3—94 parts zinc, 4 parts aluminum, 2 parts copper. 
4—90 parts zinc, 6 parts aluminum, 4 parts copper. 
5—85 parts zinc, 9 parts aluminum, 6 parts copper. 
First prepare an aluminum copper alloy which is to be 
mixed with the requisite amount of zinc. Melt the 
copper and then gradually introduce into same the 
aluminum, divided into 3 or 4 portions; make a per- 
fect mixture by stirring. After the last of the 
aluminum has been put in, throw in the zine and with 
it some fat or resin, then stir the mass rapidly and 
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directly remove the crucible from the fire and pour 

the alloy into iron molds, which have been rubbed 

with benzine or coal tar oil. 
Kant Leak Cleats. 

From E. L. Hyre, Saybrook, Illinois. 

Please advise where I can get “Kant Leak’’ roofing 
cleats. 

Ans.—Kant Leak Cleet Company, St.- Louis, Mis- 
souri. j 

Newsun Boiler. 
From the Ostlund Hardware Company, 4607 North Clark 
Street, Chicago. 

Will you advise who makes the “New Sun” boiler? 

Ans.—Stacy-Schmitt Manufacturing Company, 
York, Pennsylvania. 

Tow for Wiping Retinned Articles. 

From Acme Specialty Company, 2234 West Lake Street, Chi- 

cago. 

Please tell us where we can get “tow” that is used 
for wiping retinned articles. 

Ans.—George B. Carpenter and Company, 346 
Wells Street, Chicago. 

Flux for Soldering Aluminum. 

from Reilly Brothers, Mount Horeb, Wisconsin. 

Could you tell us where we may obtain a flux for 
soldering aluminum ? 

Ans.—L. B. Allen Company, Incorporated, 4555 
North Lincoln Street, Chicago, Illinois, and George E. 
Roesch, 386 New York Street, Aurora, Illinois. 

Sash Weights. 

From the Worel-Stangel Company, gManitowoc, Wisconsin 
Kindly tell us who manufactures sash weights. 
Ans.—E. W. Blatchford Company, 239 North Clin- 

ton Street, Chicago; Menzel and Jaffery Company, 

4th Street corner 9th Avenue, Minneapolis, Minne- 
sota; Raymond Lead Company, 735 South Washtenaw 


Avenue, Chicago, and Windsor Manufacturing Com- 


pany, 570 Clinton Street, Milwaukee, Wisconsin. 
Wash Boilers. 
From Charles F. Mitchell, R. D. No. 1, Aurora, Illinois. 


Can you advise who makes wash boilers? 

Ans.—Lalance and Grosjean Manufacturing Com- 
pany, 1900 South Clark Street, Chicago; Atlantic 
Stamping Company, Rochester, New York; F. 
Mosheik, 1108 South Halsted Street, Chicago; 
Rochester Can Company, Rochester, New York, and 
Schlueter Manufacturing Company, Broadway and 


John Avenue, St. Louis, Missouri. 
Smelting Furnace. 
From The Grodwards Company, Cobalt, Ontario, Canada. 


Please tell us who makes furnaces for treating and 
refining approximately 100,000 pounds of silver per 
month from a form of aluminum and sodium sulphide 
precipitates to refined bullion. 

Ans.—Thomas J. Dee and Company, 5 South Wa- 
bash Avenue, Chicago; W. S. Rockwell and Com- 
pany, 50 Church Street, New York City, and Tate- 
Jones and Company, Pittsburgh, Pennsylvania. 


ITEMS. 





The Whitacre-Glessner Company has decided to in- 
stall another series of sheet mills in its plant at Ports- 
mouth, Ohio. 

The Zahner Metal Sash and Door Company, Can- 
ton, Ohio, will build a new plant to cost about $80,000, 
according to an announcement made recently by E. J. 
Zahner. 
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NEW PATENTS. 

















1,205,212. Sash-Lock. 
Pa. Filed Mar. 7, 1916. 


Charles L. Johnson, Morrisville, 


1,205,222. Stove-Lifter. Ira J. Knisley, Cosmopolis, 
Wash. Filed Nov. 20, 1915. 

1,205,252. Washboard: Abraham Dee Norrid, Hanson, 
Okla. Filed Feb. 12, 1916. 


1,205,265. Sad-Iron. 
assignor to Enterprise Tool 
Ill. Filed June 19, 1915. 

1,205,276. Machine or Instrument for Cracking Nuts. 
Robert C. Sharpe and Edward C. Sharpe, Youngstown, Ohio. 
Filed Mar. 29, 1915. 

1,205,280. Tool-Handle. 


George T. Rosengren, Chicago, IIl., 
and Metal Works, Chicago, 


Louis C. Sommer, Sr., Jersey 


City, N. J. Filed Aug. 18, 1915. 

_ 1,205,324. Combined Washing-Machine and Wringer 
Structure. Joseph E. Camp, Eureka, Ill. Filed July 25, 
1913. 


1,205,336. Wire-Fence Stretcher. Paul W. Dillon, Sterl- 
ing, Ill, assignor to Northwestern Barb Wire Company, 
Sterling, Ill. Filed Mar. 12, 1913, Serial No. 753,886. Re- 
newed May 1, 1916. 

1,205,370. Lock. 
one-fourth to Clarence S. Marsh, Evanston, III. 
23, 1914. 

1,205,380. Combination Electric Lamp and Stove. Nor- 
man G. Nicoll, Newark, N. J., assignor to Rubes Electric 
a Inc., a Corporation of New York. Filed Apr. 5, 
916. 

1,205,388. Animal-Trap. 
Oreg. Filed Jan. 3, 1916. 

_ 1,205,415. Washing-Machine. 
York, N. Y. Filed Oct. 23, 1915. 
_ 12053461. Cooking Utensil. 
Vista, Cal. Filed Mar. 13, 1916. 

1,205,491. Gate-Hinge. August Sundh, Hastings upon 
Hudson, N. Y. Filed Feb. 18, 1916. 


Roy S. Marsh, Chicago, IIl., assignor of 
Filed July 


Judson C. Pewther, Oswego, 
Abraham Traube, New 


Josie M. McCulloch, Chula 


1,205,497. Sliding-Door Fastener. Calvin A. White- 
burst, Clyde, Miss. Filed Sept. 22, 1915. 
1,205,522. Bake-Pan. Albert I. Doerr, Erie, Pa., and 


George W. Doerr and Francisco J. Murray, Milwaukee, Wis. 
Filed Aug. 30, 1915. 

_ 1,205,550. End-Gate Fastener. 
ville, Ill. Filed Oct. 13, 1915. 


Robert P. Kruse, Rush- 









































1,205,685 


us #4 
| (sé 


1,205,576. Marco B. Stearns, Hunting- 


Safety-Razor. 


ton Beach, Cal., and Leo B. Stearns, Yuma, Ariz. Filed 
Apr. 20, 1916. 
1,205,621. Sheet-Metal-Folding Machine. Matthew E. 


Hastings, New York Mills, N. Y. Filed May 29, 1915. 
1,205,641. Safety-Razor-Blade Holder. George L. Jor- 
dan, Minden, Nebr. Filed May 10, 1916. 


1,205,665. Heating and Cooking Apparatus. Walter 
Ward Roberts, Seattle, Wash. Filed Dec. 22, 1915. 
1,205,685. Safetv-Razor Stropper. Sernhard Trosky, 


New York, N. Y. Filed Apr. 20, 1916. 
1,205,755. Metal Cutter or Shears. Nelson W. Larmore, 
Mechanicsville, N. Y. Filed Feb. 26, 1916. 


1,205,756. Gun-Sight. David Almon Le Baron, Mesa, 
Ariz. Filed Dec. 22, 1915. 
1,205,760. Combination Tool Set. Arthur Lee Ligon. 


1915, 
John C. Michaud, Springfield, 


Filed Aug. 6, 
Clothes-Drier. 


Pecos, Tex. 


1.305.778. 


Mass. Filed Oct. 24, 1914. 

1,205,781. Permutation- Padlock. Stanislaw A. Pirog, 
Milwaukee, Wis. Filed June 1, 1916. 

1,205,789. Fuel-Saving Attachment for Furnaces. Nel- 


son J. Russell, Chicago, Ill. Filed May 1, 1916. 
1,205,795. Chuck or Vise. Charles H. Sapper, Norfolk, 
Va. Filed Dec. &, 1915. 


1,205,832. Wire Tightening and Splicing Tool. William 
Williams, Chester, Cal. Filed June 16, 1914. 

1,205,843. Gas-Jet Stove. Henry F. Bernhardt, West- 
bury, N. Y. Filed Mar. 14, 1916. 

1,205,926. Hose-Clamp. Lafayette Palmer and Abram 


I.. Taylor, Harrisburg, Pa. Filed Apr. 26, 1915. 

1,205,946. Level. George W. Lyons, Orange, Conn., as- 
signor of three-fourths to Abraham L. Notkins, James A 
Notkins and Matthew A. Notkins, New Haven, Conn. Filed 
Apr. 16, 1915. 

1,205,956. Level. Ernest B. Adkins, Salt Lake City, 
Utah. Filed Jan. 24, 1916. 

1,205,993. Combined Nut Serving and Cracking Device. 
Henry H. Higert, Indianapolis, Ind. Filed Mar. 25, 1916. 
sruno Kirmsee, Fremont, Ohio. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








SCARCITY OF SEMI-FINISHED STEEL CAUSES 
MILLS TO CURTAIL PRODUCTION. 





The condition which many observers have been pre- 
dicting has come about, and today it is an actual fact 
that many manufacturers of finished products have 
been forced to shut down their plants for one or two 
days a week on account of inability to obtain raw or 
semi-finished material. 

Prices continue on the upward grade in practically 
all lines and importunities on the part of buyers to 
have contracts placed are the regular order of the day. 

Pig iron has reached the $30.00 a ton figure and a 
record price of 38 cents a pound has been bid for 
1,000,000 pounds of spot copper by a domestic con- 
sumer. These figures would have been thought alto- 
gether out of reason even a few months ago but today 
they create comparatively little attention. 

Warehouses have found it necessary to advance 
their quotations on all lines of finished steel and in 
many instances large users of steel have been draw- 
ing so heavily upon warehouse stocks that the small 
buyers has almost been shut out. It is stated on 
good authority that the year of 1916 will close with 
the smallest quantity of stocks on hand by warehouse 
dealers. 


— —__——— 


STEEL. 

In spite of the extremely high prices of soft steel 
bars, there is an actual increase in inquiry from all 
sources and contracting is being done at a heavy rate, 
deliveries running as far as last quarter of 1917. Soft 
steel bars are quoted nominally at 3.04 to 3.44 cents; 
shapes at 3.19 cents and plates at 3.69 to 4.69 cents, 
all Chicago mill. One of the leading independents in 
the Pittsburgh district has announced an advance of 
$5.00 per ton in its price of steel bars and is now 
quoting them at 3.25 cents Pittsburgh. The demand 
for steel plates continues extremely heavy and some 
men in the trade expect to see the base price up to 6 
cents before the price advance stops. The same com- 
pany mentioned in the foregoing is reported to have 
made sales recently of plates at 4.25 cents Pittsburgh. 





COPPER. 

Supplies of copper are exceedingly scarce and none 
of the leading selling agencies so far as can be ascer- 
tained has any copper for delivery before the third 
quarter of 1917. It is reported that one of the largest 
producers has received a definite offer of 38 cents for 
1,000,000 tons of Electrolytic for spot delivery. If 
this report is correct, the price named would be the 
record in the copper market. Nominal quotations on 
Electrolytic which, however, do not necessarily mean 
that any considerable quantity can be bought at these 
prices at the given time, are as follows: Prompt, 


December and January, 34% to 35 cents; February 
and March, 34 to 3434 cents; and second quarter, 
33% to 34 cents. The situation in Lake and Casting 
coppers is a little easier at the following prices: Lake, 
Prompt, December and January, 3314 to 3334 cents; 
February and March, 33 to 33% cents; second 
quarter, 32% to 33 cents. Casting, Prompt and De- 
cember, 3214 cents; January, 32 to 32% cents. The 
base price on hot rolled copper sheets has been ad- 
vanced 1 cent, the new quctation being 42 cents per 
pound. 
TIN. 

Tin is the one of the two more important metals 
which show signs of weakness. Very little business. 
has been transacted during the week in the New York 
market and, as a result, prices are somewhat lower. 
Straits of Malacca tin is quoted at 443% to 44% cents 
for spot delivery which is about 34 of a cent lower 
than a week ago. The Chicago warehouses have re- 
duced their quotations to 49% cents for pig tin and 
50% cents for bar tin. 





LEAD. 

The long expected advance on lead was announced 
by the leading interest on Tuesday, December 5th, 
when the quotation was raised 4 a cent per pound, 
the new price being 714 cents New York. Following 
this action the independents boosted their quotations 
to a range of 7% to 75% cents New York and 73% 
to 7% cents St. Louis. The Chicago warehouses an- 
nounce an advance of 50 cents per hundred pounds, 
making the new prices $8.35 for American pig and 
$8.85 for bar. 

SOLDER. 

Chicago warehouse prices on solder remain as 
quoted a week ago: XXX Guaranteed, 1% & Y%, 29 
cents; Commercial, % & %, 27 cents; Number 1 
Plumbers’, 25 cents. 

FILE PRICES ADVANCE 10 PERCENT. 

The leading manufacturers of files announce an 
advance of approximately 10 percent in their prices 
due to the greater cost of raw material and higher 
wages. 

PRICES ON WARM AIR PIPES AND FITTINGS 
ANDVANCED 123 TO 15 
PERCENT 

Owing to the exceptionally high cost of sheet metal, 
manufacturers of warm air heating pipes and fittings 
have found it necessary to advance their prices, the 
new quotations averaging from 12% to 15 percent 
above former figures. 
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NUTS, BOLTS AND RIVETS EXPECTED TO 
ADVANCE AGAIN. 

With an undiminished demand for nuts, bolts and 
rivets and higher cost of raw material, it is generally 
believed that prices will again be advanced at an 
early date. 


SHEETS. 

Most of the makers of steel sheets in the Chicago 
market are reported to be entirely sold up and it is 
confidently expected that higher prices on all grades 
will be the rule within a short time. 28 gauge black 
sheets are quoted at 4.19 to 4.69 cents and 10 gauge 
blue annealed sheets at 3.69 to 4.19 cents. 28 gauge 
galvanized sheets are 5.69 to 6.69 cents, all Chicago 
mill. In the Pittsburgh district the most important 
manufacturers have withdrawn from the market and 
those that are in position to make early deliveries are 
asking and obtaining heavy premiums above the nom- 
inal prices. The Chicago warehouses have advanced 
their quotations on galvanized sheets 25 cents per 
hundred pounds, the new base price being $6.75 for 
28 gauge. 


TIN PLATE. 

The tin plate market can only be characterized as 
nominal, as most of the mills are completely sold out 
while others are quoting all the way from $7.00 to 
$8.00 per base box. The Chicago warehouses have 
advanced their quotations on bright tin plates, IC 
14x20 being quoted at $9.00 a box, with IX 14x20 at 


$10.05. 


SPELTER. 

The spelter market is in the hands of second sellers 
whose quotations are considerably lower than those 
of a week ago. Prime Western brands are offered at 
12 to 12% cents St. Louis for Prompt with New York 
at 1214 cents. The Chicago warehouses have lowered 
their quotation on spelter in slabs % cent per pound, 
the new price being 14 cents. Sheet zinc remains at 
$22.00 in cask lots and $22.50 to $23.00 in less than 
cask lots. 


OLD METALS. 

There is still a very strong demand for all kinds 
of old metals and prices continue firm and advancing. 
Wholesale dealers’ buying quotations are as follows: 
Old steel axles, $38.00 to $39.00; old iron axles, $35.00 
to $35.50; steel springs, $24.00 to $25.50; Number 1 
wrought iron, $25.00 to $25.50; Number 1 cast iron, 
$15.25 to $16.00, all net tons. Prices for nonferrous 
metals are as follows per pound: Light copper, 24 
cents ; light brass, 13 cents; lead, 614 cents; zinc scrap, 
84 cents; aluminum, 30 cents. 

PIG IRON. 

The Chicago pig iron market continues strong and 
active, most of the sales being for second half of 1917. 
Many sellers are forced to turn down inquiries due to 
the sold up condition of their furnaces. A very seri- 
ous factor in the situation is the continued shortage of 
railroad cars. Northern Number 2 Foundry and 


Malleable grades have been advanced to $29.00 Chi- 
cago furnace for 1917 delivery and one sale for 
prompt delivery brought $30.00. Lake Superior 
Charcoal iron is quoted at $31.75 Chicago for the 
cheaper grades and most of the makers are asking 
considerably more for the higher qualities. In the 
Pittsburgh district, the demand is still very heavy, 
with Northern Number 2 Foundry, Malleable and 
Basic grades commanding $30.00 Valley. $35.00 has 
been paid for Bessemer iron. In the Southern pig 
iron market the tendency has been upward so far as 
prices are concerned, but stability has been lacking. 
For prompt delivery quotations have ranged between 
$20.00 and $23.00 per ton at the furnace and $21.00 
to $22.00 per ton for second half of 1917 delivery. 
There are some idle stacks in the Birmingham district 
which would be put into commission if sufficient raw 
material were in sight. All the coke ovens in the 
district are running to capacity. 


The Matthew Addy Company’s market report, Cin- 


cinnati, December 9, 1916: 


Our memories do not go back to the year of 1864, but 
Mr. George H. Hull, who was a member of the old firm of 
Addy, Hull & Company (one of the predecessors of this 
Company) calls our attention to the fact that in the boom 
of that year iron advanced from $16.00 to $80.00 a ton. He 
writes us that consumers at that time came from our old 
office and deposited their money, saying “Give me iron at 
any price you can get in exchange for this money,” and then 
an advance of $5.00 per ton a week was not unusual. So 
while this present market is full of sensational: features, its 
sudden advances in price have not been without precedent. 
Nor have the recent advances been as great as was the case 
52 years ago. Then the end of the war boomed the iron 
trade, while now war itself is doing the trick. 

_ One of the notable signs of the times is the extent of 
railroad buying. Orders for cars last month were the largest 
of the year. And orders for rails and all kinds of equipment 
are tremendous. During the dull years from 1908 to 1915 it 
was said by the iron men that we would have no real pros- 
perity until the railroads were heavy buyers. And the rail- 
roads are now certainly contributing their full share to make 
the market broad and wide. 

The Northern furnaces are now holding No. 2 at $30.00 
and Bessemer at $35.00. In the South there is no telling ex- ~ 
actly what are the ruling prices. There is a great difference © 
in some cases between prices for spot and prices for forward 
shipment. The fact is that spot iron is growing scarce and 
is at a premium. But the market in the South has not settled 
to a uniform basis as ea¢h iron master is a law unto himself. 
But Southern iron seems to be headed for $25.00. There has 
been more than usual interest of late in Virginia irons. They 
have been sold this week in large volume and there has been 
an advance of $10.00 a ton in Virginia iron since Novem- 
ber Ist. 

While export sales are still noticeable, they are insig- 
nificant as compared with the volume of domestic trading. 
At present nine-tenths of all the iron sold is for delivery over 
the last half of 1917. 


Rogers, Brown and Company’s Market Report, Cin- 
cinnati, Ohio, December 8, 1916: 

The Pig Iron market continues strong, and activity is 
not confined to any district, but rapidly shifts from one sec- 
tion to another. 

There is a great deal of interest being taken in iron 
to be shipped abroad, and the difficulty lies in securing prices 
to be used in connection with the various inquiries received. 

The East is eager and continues its country-wide search 
for Pig Iron. Prices are everywhere advancing, and perhaps 
Virginia Foundry Iron is at the present time attracting more 
attention than that from any other district. This iron is 
popular, and all furnaces will apparently soon be sold up 
solid for next year. 

In the face of constantly advancing prices, Jackson 
County Silvery and Bessemer Ferro-Silicon have been bought 
so eagerly that the furnaces in that district now find them- 
selves completely sold up for all delivery prior to July 1, 
1917, and there is very little iron to be had from there for 
shipments during the last half. 

The Southern High Silicons have by no means been wall 
flowers, but there is still a limited quantity for 1917. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is 


the only 


one semaanianiins Western Hardware and Metal anand corrected weekly. 























METALS, LEAD | AUGERS. BEATERS. 
Sonatenn Pig... eee ereevees ee -" : 5| Boring | Machine Oe 70% Carpet. Per doz. 
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